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harm One hundred and seventy-five Connecticut Mutual agents qualified for the 1950 National 


Quality Award. Fifty-seven of these agents have received special Five-Year N.Q.A. 
Certificates, twenty-five in 1950 and thirty-two in 1949. These consistent qualifiers for 
the National Quality Award are listed below: 
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Qualified for Six Years 


{Received Five-Year Certificate in 1949} 


Dan K. Beard, Harrisburg Walter H. Gruner, Rockford Giulio Pontecorvo, New York (G) 

James H. Black, Jr., Indianapolis Cora E. Hartvig, Los Angeles (J) Marshall F. Rey, Buffalo 

Carl W. Boettger, Cincinnati James Holland, Atlanta Clay M. Rhodes, Louisville 

Robert S. Caulkins, Cleveland J. Baxter Jouvenat, Jr., Robert E. Scott, Grand Rapids 

John H. Collison, Jr., Baltimore Los Angeles (J) <p rere eer ew 

John E. Driscoll, Springfield Edward T. Kirtz, Cleveland 7 es y a ae 

Paul T. Engelhardt, San Antonio Frank J. Lynch, G. A., Minneapolis Loren D. Stark, Houston 

Tollie E. Epps, Raleigh R. Howard Mate, Grand Rapids Herbert E. Stein, Davenport 

Louis J. Fink, New York (G) S. Russell Mickle, Charlotte C. Armand Thorpe, Adianta 

Purcell G. Gillmore, Los Angeles (J) Bert M. Miller, Grand Rapids C. Theodore Trolin, Hartford 

Frederick R. Griffin, Jr., Donald C. Newton, Syracuse Ferdinand A. Zulandt, 
Philadelphia (M) W. Robert O’Brien, Cleveland Los Angeles (J) 


Qualified for Five Years 


{Received Five-Year Certificate in 1950} 


C. Durand Allen, Chicago (F) E. Calhoun Grier, Cincinnati W. Ray Moss, G. A., Louisville 
Kenneth S. Austin, Rutland Maurice K. Haswell, Albany Roger K. Patton, Pittsburgh 
Gordon C. Baker, Buffalo Hugh C. Hopper, Houston J. J. Sommerfeld, Chicago (E) 
A. Morandi Bartlett, Boston (C) Philip F. Howerton, G. A., Charlotte DeWitt A. Stern, New York (F) 
Alice C. Boone, Hartford Dana T. Leavenworth, Hartford Charlton L. Stone, Minneapolis 
Ward Cunningham, New York (G) Ralph H. Love, G. A., Hartford Nelson C. Taintor, Hartford 
Howell D. Freeman, Hartford Reginald H. MacMinn, Boston (C) Harry M. Watson, G. A., Knoxville 
Nathan I. Gordon, Cleveland Walter H. Manning, Denver Bernard H. Zais, Rutland 

Arthur R. Massa, Cincinnati 


“The great number of field men qualifying for the National Quality Award serves as the best available indicator of the 
health, vigor and the strength of the agency system. The N.Q.A. brings national recognition to the agent who possesses 
and wses all of the factors which contribute to good persistency. It is the stamp of approval of the life insurance business 
indicating that the agent is doing a quality job in selecting, servicing and following up his clients. Policyowners think 
favorably of agents and the business as a whole when this Quality type of underwriting comes to them. 


“My sincere congratulations to the more than 6800 field underwriters, representing 148 of the larger life insurance com- 
panies, who received the Award this year. I am, of course, particularly proud of the large number of Connecticut Mutual 
agents who, through their professional service to the insuring public, have earned the prestige and recognition which goes 
with qualification for the National Quality Award.” 


Vive President in Charge of Agencies 
Chairman, L. 1. A. M, A. Committee on Quality Business 
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WEBSTERS 


MEET THE 
ses@nother “Mutvel = Mr. and Mrs. Maurice E. Webster of Studio City, Cali- 
Benefit Life Family” fornia, with son Scott (8) and Susie (6). Maurie is a 
nec Program executive with CBS in Los Angeles. Like 
eee many young families they want to pay off the mort- 
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SAYS ma. weesvea, “I just didn’t believe a middle- Insurance is only part of the 





bracket family these days could’build real future 
security out of earnings. But Henry Harwell showed 
us how, with an Analagraph Chart. For the first 
time, I saw clearly what we had, and how to fit it 
into a plan to provide all our biggest future needs. 

"A lot of family men like me are probably nearer 
to security than they think, but just don’t know 
how to make one plan out of mixed assets like a 
home, savings bonds, life insurance, Social Security, 
pension, and others. The Analagraph showed us 
that only $25 a month more would complete a real 
security program.” 


Specialized knowledge is helpful in eae ma wisely 
for the future. Your Mutual Benefit Life Man is rich 
in this knowledge, from long training and practical 
experience. He helps you use the Analagraph—an 
accurate device, created by Mutual Benefit Life to 
“map” your assets, obligations and future needs— 
so they may all be seen clearly as @ whole. 
You see what, when, and 
ac . 
PL} bew much you will need 
Cy > ' Ss for mortgage, support of 
Ny dependents, education of 
7 






children, retirement — and 





out of present earnings and 

assets. Your Analagraph 

Chart becomes a definite 

plan, within your means, for 
your family’s future security. 

Ic costs you nothing to be Analagraphed. It has 
brought a wonderful new feeling of security to thou- 
sands of families. Do it now 
---Time may be your most 
valuable asset! Write for 
booklet" The Analagraph— 

What It Can Do For You.” 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


ORCANIZED IN 18645 @® NEWARK, NEW JERSEY 
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Chances for Getting 
NSLI Substitute 
Keen as Best Ever 


Sentiment in Washington 
Strong for Change 
as War Forces Issue 


WASHINGTON — With the Hardy 
subcommittee report on National Serv- 
ice life insurance scheduled to be issued 
at the end of this week, proponents of 
an improved substitute for NSLI are 
greatly encouraged by the strong sen- 
timent here for prompt enactment of a 


new plan. 

In fact, members of Congress are 
said to be so strong for a change that 
a difficulty may be having so many 
proposals to pick from that it will be 
a confusing job for Congress to pick 
the best one. It could happen that a 
plan that was not necessarily the best 
would be enacted because its introducer 
and his backers were more influential 
than the sponsors of a superior meas- 
ure. It seems likely that at least four 
or five bills will be offered. 

Proponents of change say that there 
is plenty of sentiment to get a law 
enacted. They feel that there never was 
a better time for getting a bill through 
that would supplant NSLI with some- 
thing superior, simpler, less costly, and 
fairer to all service men. 


Hardy Report Being Rushed 





It is obvious that the Hardy report 
is being rushed to take advantage of 
the current combination of conditions 
and to nip promptly any idea that we 
should go along with NSLI because we 
already have it. There is some “Keep 
NSLI” sentiment, but it is pretty weak. 

The wastefulness and exorbitant ex- 
pense inherent in the NSLI setup is 
still fresh in the minds of those who 
followed the Hardy subcommittee’s re- 
cent hearings, where Assistant VA Ad- 
ministrator Breining conceded that 
NSLI wouldn’t work if we had another 
war. 

It is not at all clear what type of 
substitute for NSLI has the best chance 
of being adopted. The gratuitous in- 
demnity plan that would terminate on 
the man’s leaving service, unless his in- 
surability had been impaired, is widely 
favored and is the plan recommended 
by the National Assn. of Life Under- 
Writers but it is by no means certain 
that this will be the plan ultimately 
adopted. It would have numerous ad- 
vantages, especially low administrative 
and minimum manpower demands, but 
there would be some questions that 
would have to be settled, such as cov- 
erage for men who already have NSLI. 
Would it be considered equitable to give 
aman a $10,000 benefit (assuming that 
is the amount provided) on top of 
$10,000 of NSLI? 

The gratuitous plan also has the im- 
mense advantage of flexibility. It 
could be changed if it proved to have 
“bugs” in it. It would not be a con- 
tractual matter like NSLI or any sub- 
stitute that takes the service man’s pre- 
mMium and consequently commits the 
government to paying the stated bene- 
fits without any modification whatever. 
This lack of flexibility is characteristic 
of even the non-participating plan that 
has been discussed. 

Questioned by THE NATIONAL UNDER- 

(CONTINUED ON PAGE 18) 
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Hobbs Heads New 
N.A.L.U National 
Afttairs Committee 


National Assn. of Life Underwriters 
has created a special committee to be 
designated as the committee on national 
affairs. 

The personnel and responsibilities of 
the committee were set forth in a joint 
announcement by Judd C. Benson, Un- 
ion Central, Cincinnati, president, and 
John D. M. Moynahan, Metropolitan, 
Chicago, chairman committee on com- 
ittees. 

Philip B. Hobbs, Equitable Society, 
Chicago, is chairman. Osborne Bethea, 
Penn Mutual, New York; Ralph W. 
Hoyer, John Hancock, Columbus, O.; 
John D. Marsh, Lincoln National, Wash- 
ington; James E. McCann, Metropolitan, 
Detroit, and Theodore Widing, Provi- 
dent Mutual, Philadelphia, are members. 

The statement says that impending 
changes in national economic and: busi- 
ness life will have a substantial impact 
upon the agent and his activity. “Im- 
portant matters such as manpower, 
NSLI, and war bond campaigns, have 
claimed the attention of N.A.L.U. mem- 
bers in times of national emergencies 
and in the event the government desires 
to greatly strengthen civilian defense 
measures, all nationally organized groups 
will expect to make a contribution to 
this effort,” the statement indicates. 





N. Y. Attitude on 
Liberalization of 
Investments Stands 


The attitude of the New York insur- 
ance department toward liberalization of 
the state law governing types of invest- 
ments permitted life companies has not 
changed materially since former Super- 
intendent Dineen appeared before the 
joint legislative committee last winter. 

At that time the department was cau- 
tious about putting its stamp of ap- 
proval on proposals to permit investment 
in common stocks. The report of the 
superintendent to the legislature, just 
issued, substantially echoes the ideas ex- 
pressed before. 


Suggest Investment Search 


However, the department suggests 
the desirability of careful investigation 
of broader investment opportunities by 
the life business. It cites as an example 
of a similar effort the thorough manner 
in which the trust division of the State 
Bankers Assn. undertook its study of 
the question of broadening the field for 
investments authorized for trustees. The 
study took about three years but the 
result was a comprehensive analysis, 
with conclusions and recommendations 
on which decisions can be made with 
confidence. 

The department indicates its concur- 
rence in the appraisal by the joint legis- 
lative committee of the proposals to 
liberalize the investment laws, “in the 
need for establishing the wisdom of a 
change before it is adopted and in its 
recommendation of further consideration 
and study.” 

The superintendent’s report also com- 
ments on the growth of A. & H. busi- 
ness. The greatest period of growth in 
this field has occurred in the last 10 
years. In 1925 life companies entered 
in New York had $8,232,247 of premi- 
ums; 1935, $26,473,939; 1940, $53,772,725; 
1945, $140,983,278, and 1948, $245,071,675. 
About 78% of premiums in 1945 and 
1948 were written on group policies. 


Credit Control May 
Affect Lending 
by Life Companies 


WASHINGTON — Some life insur- 
ance interests are reported disturbed 
about provisions of the administration’s 
industrial control draft bill upon which 
congressional hearings began this week. 
These provisions concern chiefly control 
of credit and providing for a lending 
policy, which some insurance observers 
say would give the federal government 
life or death power over life insurance 
companies’ ability to invest and realize 
enough income to protect their policy- 
holders and continue in business. 

One provision would require life com- 
panies to obtain a federal license. With 
that, some of these observers say, state 
regulation of insurance would go “out 
the window.” 


Regulations Tell Story 


However, not all insurance representa- 
tives are so alarmed. Some say that the 
effect of the administration bill’s pro- 
visions would probably depend largely 
upon the regulations authorized to be 
issued under it. It was indicated under 
the general life company rule of not 
lending more than 66 2-3% of value, real 
estate loans probably would not be 
affected. For example, a limitation of 
credit up to 80% would not apply there, 
as a practical matter. 

The situation might have been differ- 
ent, it was indicated, with respect to 
properties foreclosed by insurance com- 
panies, but these, taken over largely 
during the depression period, have been 
very generally disposed of. 

One company representative recalled 
that regulation “W” of the federal re- 
serve board during the war, contained 
licensing provisions. Under that, how- 
ever, life companies were not required to 
be licensed. 


Aimed at Installments 


The pending provisions are regarded 
as intended to place an effective check 
on lending as involved in installment 
buying, rather than mortgage lending in 
which life companies are engaged. 

The company representative referred 
to believes that if life companies were 
to be licensed under the pending bill, 
the licensing would be limited to lending 
operations, and not extended to other 
phases of company operation. 

Insurance interests will be afforded 
little, if any, opportunity to present their 
views at hearings on the control bill. 
The House banking and currency com- 
mittee planned to hold hearings down to 
two days, with only government offi- 
cials testifying. Senate committee hear- 
ings were proposed to be limited to 
three or four days. However, it was 
indicated, insurance interests could file 
statements with the committees. 


Dickey Leads Oklahoma 


Commissioner Runoff 

Latest returns Wednesday morning 
on the Oklahoma Democratic primary 
for insurance commissioner give Don- 
ald F. Dickey, the incumbent, a lead 
of 93,353 votes. Returns from 3621 
precincts out of 3788 show that Dickey 
polled 230,142 votes as compared to 
136,789 for William D. Read, his only 
opponent. Read is the son of the late 
Jess G. Read who had served as com- 
missioner for more than 25 years. 








John Hancock has presented the ma- 
tured value of a weekly premium policy 
to Mrs. Mary E. White of Newington, 
Conn., who is in her 99th year, She 
bought the policy in 1902. 


War Clauses Now 
Being Used by 
Many Companies 


Take Variety of Measures 


to Curb Anti-Selective 
War Scare Term Boom 


The tempo of underwriting changes 
caused by the Korean war stepped up 
this week with many new companies 
announcing the use of war clauses. All 
companies are applying a variety of 
selection restrictions to the ever larger 
groups of persons affected by manpower 
mobilization. Blanket use of war 





Allyn Defers Approval 


Commissioner Allyn of Connecti- 
cut has written all life companies 
his department will defer approval 
of newly submitted war and aviation 
riders for life policies till after the 
Aug. 1-2 meeting in Chicago of the 
commissioners war clause subcom- 
mittee. Allyn is not withdrawing ap- 
proval of previously approved war 
and aviation riders, because of dis- 
ruption this would cause companies 
and agents. However if the war 
clause adopted at Chicago is sub- 
stantially different from type here- 
tofore approved and being used now 
companies will be expected to make 
the new clauses retroactive as to 
policies now being issued. 





clauses to civilians was still not in the 
offing. 

The practices of companies vary 
widely. Some will issue new policies to 
active members of the armed forces 
only with war clauses. Some have ex- 
tended their use of war or aviation ex- 
clusions to members of the national 
guard and reserves, and to men in the 
18-26 age bracket likely to be affected 
by the draft. Others are issuing only 
reduced limits for present or potential 
members of the armed forces such as 
$10,000 with no war clause. All insur- 
ance issued above the adopted limit 
contains exclusions for the groups in- 
volved. 

Male applicants between 17 and 45 
are being asked by some companies to 
fill special questionnaires on their mili- 
tary status. Some questions pertain 
to possible travel outside the U. S. 


Measures Vary 


The variety of actions taken made 
it impossible to keep an accurate score- 
board. Record keeping was confused 
by the rapidity of changes in practice. 
One vice-president said “That’s our 
practice as of 2:10 today. I don’t know 
what we'll say by the time the office 
closes this afternoon.” Agencies through- 
out the country were being’ kept 
abreast of home office decisions by let- 
ter and telegram with notices indicating 
that the rules were subject to further 
change. 

There is some tendency to place upon 
the special N.A.I.C. committee meeting 
at Chicago Aug. 1-2 an obligation to 
come up with a solution to the rapidly 
growing diversity of practice. Action 
at that meeting however may be lim- 
ited to the endorsement by the com- 
mittee of specific wordage of some war 

(CONTINUED ON PAGE 16) 
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Houses Agree on 
Agents SS Status 


To Be Regarded 
As Employes; 
Will Pay In Less 


It was agreed by a Senate-House 
conference committee on social security 
that full-time life insurance salesmen 
would be brought under social security 
as employes rather than as_ self-em- 
ployed persons. The insurance agents 
will be among more than 350,000 work- 
ers who will be brought under social 
security coverage in this category. 

The committee, which is seeking to 
reconcile differences in bills prepared 
by the two houses, effected the transfer 
by enlarging on the definition of an 
employe evolved in the Senate. Getting 
the employe status, the 350,000 will pay 
less into the fund than they would if 
self-employed because their employer 
also will be contributing. 

The joint committee has agreed upon 
a number of matters that had been in 


dispute with respect to provisions of 
H.R. 6000. For the most part, as in- 
dicated by Senator George, chairman, 


these decisions have been for provisions 
of the bill as passed by the Senate. 
This is in line with what has been the 
general expectation, that the final 
measure will be perhaps closer to the 
Senate bill than to the House bill. 


Recede from Amendments 


However, Mr. George stated, Senate 
conferees receded from their amend- 
ments on several points. One of these 
was lump sum death benefits, as to 
which the House version prevails. 
Under it payment would be made at the 
death of every OASI insured worker. 

On the other hand, House representa- 
tives agreed to Senate amendments 
(some with clarifying’ or technical 
modifications) relative to OASI. 

Coverage of non-farm self-employed 
persons, domestic workers, federal 
civilian employes, state and local gov- 
ernment employes, casual labor; also 
exclusion of tips and _ gratuities as 
wages; “new start” eligibility require- 
ment; quarters of coverage definition; 
benefit categories of child of a deceased 
or retired married woman worker; com- 
putation of average monthly wage, and 
formula for primary benefit amount for 
workers retiring in the future. 


Average Change Would Be 7714% 


However, the average benefit increase 
for those already on the rolls would 
be changed by conference agreement to 
77.4%, compared with about 90% in 
the Senate bill. The House conferees 
also agreed to the Senate provisions 
for wage credits for veterans, and ef- 
fective dates in the Senate bill. 

Besides the lump sum death benefit 
provision, Senate conferees receded 
from Senate amendments and accepted 
House provisions with respect to the 
benefit category for the wife of a re- 
tired worker; the minimum primary 
benefit; parents benefit, and for com- 
bined withholding of income and em- 
ploye social security taxes. 

The social security conference com- 
mittee has completed agreement upon 
provisions of HR 6000, including the fol- 
lowing new OASI tax schedule applying 
each to employers and employes: 

14% through 1953; 2% from 1953 to 


1959; 244% 1960 to 1964; 3% 1965 to 
1969; 344% thereafter. 
The conferees meet Aug. 1 for final 


reading and approval of the conference 
agreements, after which their report will 
go to congress, with quick approval ex- 
pected. 

The social security conferees agreed 
to eliminate the House provision for 
total and permanent disability under 
OASI, but the Senate conferees accepted 
a modification of the House provision 
setting up a category for such disability 
un¢er the old-age assistance program. 


HASTE MADE WASTE 





Minn. Mutual Poised 
To Mark 70th Year 
With Double Meeting 


Minnesota Mutual is poised to enter 
its 70th anniversary month during Au- 
gust with insurance in force standing at 
$700 million. Armed with the theme 
“70th—$700 Million Insurance in Force,” 


ation News,” 
NAL. Us, 
summarizes the in- 


McKinney Analyzes NSLI 
Testimony to House Probers 


In the current issue of “Life Associ- 
Gordon D. McKinney, 


actuary 


representatives of the company will be vestigation by the 
gathered for their first national confer- Hardy subcommit- 
ence in 11 years which will take place tee on government 
in St. Paul Aug. 30-Sept. 1 and then at operations in the 
Banff on Sept. 2-5. House and_ con- 
At the convention, the milestone will cludes that the 
be signaled by the announcement that facts so carefully 
Minnesota Mutual has recently entered developed by the’ 
seven more states and now operates in subcommittee be 
43 states and the District of Columbia. not wasted _ by 
Minnesota Mutual agents will also hear hasty legislation 
that with requirements for processing a which is not inte- 
larger volume, an addition to the home grated with exist- 
office is being planned. ing legislation. He G. D. MeKinney 


Expect More Than 300 


It is expected that more than 300 
members of the field force and their 
wives will attend the celebration in St. 
Paul. Governor Youngdahl of Minne- 
sota, Mayor Delaney of St. Paul and 
other dignitaries will speak at the wel- 
coming luncheon. 

The conference will 
sessions at which new sales ideas and 
materials will be introduced. There will 
be an open house and tour of the home 
office. Entertainment typical of the 
Minnesota capital and the Canadian re- 
sort will be on the program, 

When the agents arrive at the confer- 


of 


feature business 


recommends that 

these laws be reconsidered now and not 
postponed 
arises when the decisions will be sub- 
ject to the emotional pressures of the 
time. He points out that many features 


until another emergency 


NSLI which were criticized at the 


Hardy hearings could have been fore- 
seen in 1940 if the act had been studied 
dispassionately. 

Mr. McKinney says that the facts de- 
veloped during the hearings lead to the 
conclusion 
NSLI is expensive to administer to say 
nothing of 
which could probably not be met in the 


that a program such as 


the manpower problems 





ence they will be greeted by the St. Paul = 
the conference will receive a maroon and 


of 1880. Stagecoaches and tallyhoes will 





take them to conference headquarters gold reversible jacket to be worn 
and the welcoming committee will be in throughout the seven days as the official 
Victorian dress. Everyone who attends costume. 








of death. 
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Commentary 
Peace Of Mind 


It is generally agreed that the life insurance salesman must 
employ a high order of salesmanship, despite the universal 
need for his product and the universal approval of his prod- 
uct, if he is to succeed in any substantial measure. 


And it is further generally agreed that one of the reasons 
why a man seldom buys life insurance readily—even the man 
who needs it, and knows it, and intends to buy it—is that 
the benefits seem so long deferred. Thus we ask our prospect 
to make an immediate sacrifice which will entitle him to the 
services of life insurance only in later years or even the time 


Therefore let us talk to him with eloquence of the clear 
conscience, the freedom from fear, the peace of mind which 
will be his. Let us talk to him with eloquence of the fact 
that, while other men frantically save money in the hope of 
becoming financial successes, he enjoys the satisfaction of 
being a financial success in life—now—once he applies for 
adequate life insurance and pays the premium. 


Insurance in force July 1, 1950—$451,618,665 
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case of another emergency. 
The emphasis that the study of ¢o 
erage continued by veterans after th 












recent war indicates that the insuranofpress cor 
has been continued by those in the betfyotel her: 
ter economic circumstances. In othe! Mr. Sha 







words, the large administrative expense, 
involved in extending the NSLI pp 
gram on a permanent basis is unsog¢; 
in that the plan is utilized by those wit 
money rather than by the veterans jj 
the low income groups. 

Mr. McKinney declares in his artic 
that it was stated repeatedly at thy 
hearings that NSLI was enacted in 194 
during a period of approaching emerg 
ency and was passed by Congress wit 
out debate, without outside technj 
advice and without estimates of the 
cost of the program. The hearings aly 
indicated that Congress passed subs 
quent amendments to the law withoy 
knowing their cost. 

Mr. McKinney has some coger 
things to say about the testimony fe 
fore the Hardy subcommittee on th 
actual protection provided under NSL] 
He states that the premiums on NSL} 
were shown to be not large for thos¢ 
in the higher pay brackets, but. th 
premiums were a considerable item fo 
enlisted men. This resulted in many 
enlisted men passing up the protectiog 
in favor of more immediate demant 
on their pay. 

Mr. McKinney comments that Chair 
man Hardy stated the situation ve 
well when he said that Congress though 
it was providing a maximum of $10,00) 
coverage ‘whereas in actual practic 
those who elect an annuity settlemen 
are getting coverage equal to $11,950 
The cost to taxpayers on extra hazar( 
claims due to these annuity differential 
amounted to $492 million up to the ené 
of 1949, Mr. McKinney commented. 


Actual Yearly Cost 


Mr. McKinney points to the sub 
committee discovery that the total cos 
for administering NSLI for 1950 is e 
timated at $80,808,545 rather than th 
$44,877,357 that Congress  normalh 
would believe is the item represente( 
by the administrative costs of NSLI 
The testimony of the bureau of the 
budget placed the $44 million figure a 
the direct cost of the office of insurane¢ 
of the veterans administration. The of 
fice of the budget figures other cost 
to the veterans administration including 
allotment of administrative expenses oj 
$28,434,197 and costs of the Departmen! 
of the Treasury, postoffice, bureau o 
employe compensation and government 
contributions to civil service and retire 
ment and disability fund at $7,592,031. 
Mr. McKinney comments that in vier 
of the fact that expenses itemized wer 
on the low side in using general assump 
tions with respect to rent, light and heat} 
the actual cost of administering th 
NSLI program for the fiscal year 19%! 
would probably amount to at least $i 
million. This figure excludes all costs 
of the armed services for NSLI whit 
are important both from an expenst 
and manpower basis as was emphasizet 
by the testimony of representatives 0! 
the army and navy. This estimated cos 
of the army and navy when the wa 
was at its peak in 1945 was more that 
$25 million and involved 11,000 persot 
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nel. The figures for 1950 indicate a I 
estimated cost of $4 million, Mr. Megtsponse in 
Kinney indicates. Coverage. 
He writes, “Combining the expense The boar 
of the armed services, the cost of thp>aPers filed 
government would be close to $90 mi ie month 
: a ens Or 4 ion, 
lion for the fiscal year 1950. This 1s to establish 





staggering figure when it is realized tha 
the total business in force is only $4 
billion on approximately 4,800,000 liv 
Mr. McKinney includes an interesting 
section on the question of NSLI div 
(CONTINUED ON PAGE 19) 
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00,000 Box Cars 
ill Be Financed 
Through Prudential 


WASHINGTON — Prudential will 
Knance up to 80% of a proposed billion- 
follar program of railroad freight car 
ly Of coyi-onstruction, it appeared from informa- 
after thihion at President Carroll M. Shanks’ 
insurangiyress conference at the Mayflower 
n the betfHotel here recently. 
In othe! Mr. Shanks said the program involves 
- expensepuilding and placing in service 100,000 
SLI profdamage-free” cars. They will be built 
S uNsocidhy General American-Evans, subsidiary 
hose witiof General American Transportation 
sterans ifCorp. Production is expected to reach 
a daily rate of 20 cars by September, 
his articbarring possible interference due to 
y at thfthe Korean war. 
ed in 19 It was stated that eight large rail- 
ig emergfroads have entered into arrangements 
ress withfto lease the cars under_a plan some- 
techniafwhat similar to that of Equitable Soci- 
s of th@ety. Mr. Shanks said if 100,000 of the 
rings alggnew cars are ordered, Prudential is pre- 
ed subsefpared to invest $800,000,000 toward their 
> withoyftheir construction, while General Amer- 
Nican-Evans would provide the remain- 
> cogenfing $200,000,000. 
iy: : Compare Two Plans 
er NSLI§ The Prudential freight car plan dif- 
on NSLiffers from that used by Equitable So- 
for thos#iciety. The Equitable retains ownership 
but th#of the cars and leases them over a 
item fogi5 year period at a rental starting at 
in mang@$i50 a day and gets its investment 
yrotectiomback over a period of 15 years. The 
demand&company pays the manufacturer 80% of 
the cost of the box cars in cash and 
at Chair§the latter gets the remainder of his 
ion vengmoney from the car rental charges. 
s though The Prudential plan works through 
»f $10,00mthe General American Transportation 
practicgCo. and the cars are owned by the Gen- 
ettlemengeral American-Evans subsidiary. The 
. $11,950gplan is similar to an equipment trust 
a hazaratrangement. Prudential lends 80% of 
‘erentiakgthe cost and General American the _re- 
» the enmainder. Over the life of the plan Pru- 
ented, dential gets its principal back plus in- 
terest. The railroad pays $1,500 a year 
to General American which is respon- 
the subgsible for maintenance. General Ameri- 
otal coggcan also pays the taxes involved and 
50 is eagrees to solicit business for the rail- 
than thgrtoads using its cars. 


normally : 
esau Cars of Special Type 

f NSLIf The General America-Evans cars cost 
1 of thpabout $10,000, twice the price for the 
figure apaverage box car. They are of a special 
nsurancptype, modernized car with special equip- 
The ofgment to lock freight in position so that 
er costipit is not damaged in transit. They are 
includinggsaid to be cheaper to load and can 
enses opcatry a one-third heavier load of goods. 
partmen'f!n addition to special loading equip- 
ureau opment the side pieces in the car are used 
rernmenpto brace the material and lock it in 
d retirepPlace. Cars have a second platform 
7,592,031, Which can be used to accommodate a 
in vierysecond tier of freight and make greater 
red werh Use of space. ; 
assum he cars are particularly valuable in 
and heatptansporting perishable goods or items 
ing th subject to damage such as eggs, glass- 
ear 19(p"are, auto parts, printing paper rolls, 
least gupCtc: In-transit damage to these com- 
all cosi#™MOdities in regular freight cars pro- 
I whiegfuces considerable economic loss each 
expense 4h 

phasizet 
utives 0 
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Commended on DBL Sales 


the wif. Mary Donlon, chairman of the New 
ore thagtork state workmen’s compensation 
personpard, has sent a letter to all carriers 
icate apthanking them for their cooperation and 
Mr. Meg'sponse in selling disability benefits 
coverage, 
expenst? The board is analyzing compliance 
t of thp>apers filed with it and at the end of 
$90 mig" month expects to have statistical 
“his is information. Her letter urged insurers 
zed thf? @Stablish simple and efficient claims 
only gmrocedures and to explain them to 
00 livep*'Sonnel officers of insured employers 
teresting’? that they might in turn spread ac- 
LI divg fate information about the law to em- 
9) Ployes over the state. 
























Limited Pay Plan 


Who buys what in the way of life 
insurance? 

An answer to this question is con- 
tained in a recent Life Insurance Agency 
Management Assn. survey covering a 
representative portion of last year’s 
record business. 

Limited payment life insurance is the 
most widely favored policy plan, 1-3 of 
all ordinary purchases being of this type. 
In the case of policies for children under 
15, limited payment accounted for 55% 
and women 42%. With men, however, 
it was in second place with 22%. 

Straight life policies, while top favorite 
among men, were third in total ordinary, 
with 20% of total. 


Endowments Show Greatest Gain 


Endowment policies accounted for 
just over ‘25% of ordinary —21% for 
men, 32% for women and 34% for chil- 
dren. In a comparison of this survey 
with a similar one made in 1942, the 
endowment policy is found to have made 
the greatest gain. Retirement income 
policies have also increased materially 
in this period. 





Mutual Life Teachers’ Host 


As a part of a six-weeks’ course on 
family financial security education, 33 
secondary school teachers, representing 
schools in 21 states, were guests for a 
day at the Mutual Life home office. The 
teachers heard an explanation of the 
three-year training program for agents 
and watched a demonstration of the “in- 
sured income” method of combining life 
insurance, social security and savings 
into a financial program for the indi- 
vidual policyholder. The teachers are 
entered in a graduate workshop con- 
ducted by the University of Pennsyl- 
vania. 


sie 1 Northwestern Mutual Agents’ 
Is Public's Favorite A5on Convenes 7Oth Time 


MILWAUKEE — Members of the 
Northwestern Mutual Assn. of Agents 
held their 70th annual meeting here with 
some 1,600 agents, wives, company off- 
cials and guests in attendance. The an- 
nual event is unique in that the agents 
come at their own expense and the pro- 
gram is planed and executed by their 
own association. The company lends a 
hand to the standing committee and 
officers in making arrangements and 
provides its home office auditorium for 
the general sessions, as well as a dinner- 
dance and entertainment on Tuesday 
evening. The C.L.U., special agents, 
district agents and general agents each 
have their own organizations and hold 
individiual meetings. 

The 70th meeting was appropriately 
dedicated to the theme, “Life Insurance 
is the American Way to Individual Se- 
curity.” A re-statement of Northwest- 
ern principles by President Edmund 
Fitzgerald opened the annual meeting. 
The company’s new vice-president, Rob- 
ert E. Dineen, until recently superin- 
tendent of insurance for New York 
state, spoke on “Life Insurance—The 
American Way,” and Grant Hill, vice- 
president and director of agencies, be- 
sides presenting honor awards at the 
opening session, closed the convention 
with an inspiring talk on “Are You an 
All-American Agent?” Vice-President 
Philip K. Robinson presided at the com- 
pany banquet in his inimitable style, 
presenting company officers and trus- 
tees as well as the top producers and 
honor winners among the agents. 

Another home office contribution was 
the insurance play, “The Census Taker,” 
written by Laflin C. (Bob) Jones, as- 
sistant director of agencies, whose rep- 
utation for this sort of thing is well 
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Annuals & Perennials 


After several seasons of experience as amateur garden- 
ers many underwriters develop definite ideas as to favor- 
Some go in for annuals, such as zinnias, 
Others prefer a planting which 
will yield returns year after year. These are the en- 
thusiasts for perennials—phlox, delphinium, columbine. 


Busy with the foot work of the daily task, under- 
writers become aware of selling methods which are 
Some want a constant splurge of new pros- 
pects, figuring that they have to keep on the constant 
search for immediate returns. 
more cases on old policyholders. 


It is easy enough to argue that those on the perennial 
basis are gardeners or underwriters with the right the- 
On the other hand, it is easy to see the immediate 
advantages of the enthusiasm for annuals. 
observer of gardening or of selling must realize that a 
well-balanced garden is that which combines the brilli- 
ance of the annuals and the continuity of the perennials. 
Both will require weeding and cultivating. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 


Others primarily write 


But any 

















known far beyond Northwestern circles. 
William B. Minehan, assistant secretary, 
was in charge of the women’s luncheon 
at the Schroeder Hotel Monday noon, 
at which Burton Cumming, director of 
the Milwaukee Art Institute, spoke on 
“Modern Art.” Acting as liaison be- 
tween the company and the association 
was Harold Gardiner, educational di- 
rector, who worked with the standing 
committee throughout the pre-conven- 
tion period as well as the actual meeting 
period. Many other company people al- 
so contributed to the planning and suc- 
cessful execution in numerous ways. 


Charles R. Eckert, Detroit general 
agent and association president, was 
chairman of the opening session at the 
Riverside theater, and also conducted 
the annual association business meeting 
Wednesday morning. Presiding at sub- 
sequent sessions, held in the home office 
auditorium after the opening Monday 
morning, were officers and members of 
the standing committee, including C. A. 
Seys, Grand Rapids, Mich.; W. C. 
Hewitt, Milwaukee; Dewey Edson, 
Madison, Wis.; M. J. Koch, Cincinnati; 
W. K. Pierce, Elgin, Ill.; E. B. Red- 
field, Jr., Boston, and Herbert L. Cram- 
er, standing committee chairman. 


Variety of Sales Ideas 


In addition to information about the 
Northwestern in particular and life in- 
surance in general, the program covered 
proven sales, ideas, prospecting ideas 
and methods, presented with dramatics 
and inspiration, that reinforced the 
agents with practical selling pointers to 
be used in the field. The friendship 
luncheon Monday for agents attending 
their first convention, was attended by 
company executives as well as associa- 
tion officers and established an intimate 
welcome for the newer agents. 

Business sessions of the meeting were 
interspersed with periods of time to en- 
able agents to visit with one another 
and also call on home office personnel 
to discuss their individual problems, as 
well as for relaxing social activities. The 
association dinner dance Monday eve- 
ning and the company banquet Tuesday 
were held in the Civic Auditorium. 


Fitzgerald Tells Principles 


President Edmund Fitzgerald of 
Northwestern Mutual addressing the 
opening session on “A Restatement of 
Principles,” emphasized that the com- 
pany has operated on a “quality con- 
cept,” which, although long established, 
does not represent blind adherence to 
traditon. 

The management principles of North- 
western have continued to bring a fair 
share of ‘business in the ordinary field, a 


- market which as a whole has kept up 


well. A reduction in business, if it 
comes, calls for one of two courses, Mr. 
Fitzgerald said: A broadening of the 
scope of operations and entrance into 
new fields, or devising new steps to 
bring a larger percentage of the re- 
maining market. The choice of North- 
western is still in the latter directon, 
but in order that no bets may be over- 
looked, the company has engaged the 
research facilities of the University of 
Michigan to make a survey of certain 
aspects of the market. 


To Stick With Ordinary 


Growth through entry into new fields 
may be rapidly accomplished and would 
represent the easier route, Mr. Fitz- 
gerald noted. But growth through im- 
provement of position in a chosen field 
is more satisfying. It results from im- 
provement of service rather than widen- 
ing the target. 

The program of Northwestern con- 
tinues to be one of emphasis on the 
principles of preferred ordinary risk se- 
lection in which Northwestern has made 
its name. The company is not pre- 

(CONTINUED ON PAGE 20) 
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on Tax Revision 1949, Says L.A. An 
WE DO IT FOR YOU The Senate finance committee will A. & H. protection in the Unit¢ palin 


sha 5 * ss meet Aug. 2 to consider President Tru- States provided by group plans writt field ag 
in eee ean oe man’s recommendation that the life in- by insurance companies increased 20% to men 

g “slag imcult——bu e@ most imporran ail surance company tax and other alleged last year, based on the amount of prf Agency 
part of their job, and spend more than half of their loophole closing provisions of the house- miums paid, and was more than doug The 
time seeking prospects. passed tax revision bill be retained in the volume of such protection for 19) ganizin 


T H : new legislation to raise $5 billions new Life Insurance Assn. of America ree studies. 
o enable OUR Fieldmen to spend more of their revenue. One loophole closing provi- ports. The volume of group life insu} the ag 
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PROFITS ARE MADE, we assume the responsibility installment life insurance payments. substantial increases in 1949. These aif nary + 
House ways and means chairman vances in the various types of grow which | 
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As we have said before, Why Be ‘Prospect ate procedure. It is planned to elimi- vey of group insurance coverage jug clerical 
'o08 e e 7 ° a iy 
Poor 2" when our company will do this important nate from the house bill most excise completed by the association. The suf penses 
job for you. Our field members have for years in- tax cuts. The president proposed to vey includes the business of all insu} ness. 
creased, and are now increasing, their production increase corporation taxes from the pres- ance companies, life, casualty, a = The 
from 50% to 100% as a direct result of our pros- ent level of 23% to 25% on corporations A. & H., writing group coverage in tif ing int 
ecting method earning under ($25,000, and from the United States. ’ fof com 
P ° sf > . - present maximum of 38% on corporate Total premiums put into group if life in: 
Our direct mail service and Combination Coverage earnings exceeding $25,000 to 45%. The surance programs in 1949 by employes, functiot 
Contract will permit YOU to substantially add to increase to apply to all 1950 earnings. and employes combined amounted yj cies, all 
our life insurance production and, at the same time, Senator — seman this nag Riga hee sega while — — Pog a iy iy 
issi H tive feature. Also proposed is increase of lent gure was 7,100,000, ae ie 
ATORSS YOU COMNONS by Accident & Health taxation on individual incomes to levels _ states. for a bi 
sales. ‘ : i z prevailing before the 1945 and 1948 re- The number of employer-employe ag courage 
For the man interested in building his own agency, ductions, becoming effective before the other group units which added one ¢ Bene: 
our direct mail service and Combination Coverage last vag Heel of 1950. , . another of — various roy = roy — 2 
i i i The finance committee plans to hear protection last year was e highest o f 
Contract are invaluable in attracting and develop- only government pra on the tax record. Thousands of firms __ initiate with ot 
ing new manpower. program, which the President indicated new group plans for their employe intra-co 
is only temporary and to be followed by ae ata Ak pint the pam = = 
a more comprehensive one as soon as it tion of group hospital expense benefit] ses | 
EXCELLENT OPPORTUNITIES can be aamet out. 2,796,000 were ——— under grou eons 
° * selati : ical expense benefits; 966,000 weg plans. 
For capable, industrious insur- Sax Lagntiion ieliquied sadieai a group medical expen ager or 
ance men to develop new busi- General tax legislation by Congress benefits; 1,685,000 became protected ig strengtl 
ness. in Michigan, Colorado, at this session was indicated following weekly income benefits payable in cas him ins 
Oregon and Washington conference between Secretary of the of accident or sickness; 1,306,000 we; profit o 
° c Treasury Snyder, Sen. George and Rep. jnsured by new group life policies pr The 
Doughton. — latter two, perp = viding $2,881,600,000 of insurance; 1 sige 
one ° dicated preference to wait until late this 500,000 were insured by new grog ize the 
A igam general agency territories available to men year or 1951, are willing to go along. creditor’s life insurance plans cover ported. 
who want to build solid agencies under agency- It was suggested the House tax revi- $642,800,000 of loans; 865,000 wea costs is 
minded Home Office supervision. All correspondence sion bill, minus excise reductions, could prought under group accidental dea to conti! 
confidential. serve as a basis. This includes provi- and dismemberment protection ai Veys.. | 
sions of the Doughton bill to tax life in- 51,000 were covered by new group a provide 
O. F. Davis, Vice President surance company net investment income. nuity contracts. ical sala 
Di t f A i However, both revenue committee chair- As a result of these many new plat data thz 
irecror © gencies men say they oppose retroactive taxa- jin the past years and additions to play 
tion and excess profits taxation at this previously existing, group  insuran¢ Holm 
. . . time, preferring increase of corporation outstanding at the start of this y T f 
Illinois Bankers Life Assurance Company | *4i2°¢2"! 2x5" corral rain employes and'al Test f 
The = economic apo youl has pendents with hospital enpanes beam John 
2 recommnded tax increases and its chair- 15,590,000 with surgical expense ben os 
Monmouth, Illinois man, Sen. O’Mahoney has declared for fits; 2,736,000 with medical expense ben pao ap 
excess profits taxation. Sen. Taft, Re- fits; 10,260,000 persons with $228,400, tial ma: 
Writing ll forms of: publican leader, opposes the latter, but weekly income protection in event © turns © 
Life — Accident & Health — Polio favors “very heavy” taxes to put the accident or sickness; 17,090,000 wi 43 679 , 
Hospitalization — Medical Reimbursement Korean war and defense spending on a $39,983,800,000 group life insurance pry 73, op 
Franchise — Group pay-as-you-go basis. tection; 6,015,000 with $2,054,300, Republi 
* * Republican leaders oppose the admin- group creditor’s life insurance coverit Me | 
istration’s industrial control program as balances on loans; 6,669,000 with acc expires 
too broad. dental death and dismemberment beng eles 
Insurance and other industrial organi- fits and 1,999,000 with group annuitie : 
zations have offered assistance to the Conti: 
passant resources board in the Benjamin F. Heald, general agent ‘ 
~ anny Lincoln National gh pete fo Agen: 
ber of years, has resigned ati 7 
W. & S. Erects Garage will coutuns with the a 4 Ted | 
. . gency asapep 
for an AGENCY-MINDED Company? Western & Southern Life will erect a sonal producer. No announcement haf (crear 
354 car five story, open deck garage di- been made regarding a successor. Vice-pré 
ode ° . rectly south of its home office buildings AEE 
RESERVE LIFE, the Company building for its Agencies, has open- SS kee Quadied of the eae Payments to American families | _ 
ings for General Agents in many desirable territories. If you will be reserved for employes and the {hein life, Insurance oon tata. some 405 responsi 
would like to work with a Company that really cooperates, this is balance will be available to the public. | more than ‘five years before. services 
* Marylar 
ee Results for First Six Months Given aap 
RESERVE LIFE issues all standard policy forms, plus Retirement Lally “| 
Income, Juvenile Education, Mortgage Redemption, etc. Sub- New Bus. New Bus. 1950 Inc. 1949In¢) the cash 
° ° os 1950 1949 in Force in Force Al Mor 
standard up to 600 per cent—liberal non-medical limits. Complete Acacia Mutual .......... $ 75,207,422  $ 60,379,339  $ 45,228,788  $ 37,283,7% 

d mailings to hel build busi For ful il Continental Assurance®... 138030;368 103;988-458 131'313/543 a7 748 ene, 
tested mailings to help you build your business. For full details, Farm Bureau Life....... 52,943,414 39,833,471 40,326,309 vi 
write to S. J. Gilbert, Vice President and Director of Life Agencies. commen ie... 37671 383 21083385 Linco! 

Imperial Life .......... 33,527,750 36,706,099 17,472,631 
Life of Virginia ......... 89,865,724 71,436,437 48,446,384 Harol 
Lincoln National ........ 298,271,609 299,154,914 147,580,948 Mead J 
Manhattan Life ......... 20,971,972 14,031,395 12,554,296 sistant 
National L. & A. ........ 295,997,604 259,741,986 141,069,008 
RESE RVE LI FE New York Life ......... 469,589,000 439,766,000 238,600,000 departm 
North American, Can. ... 29,481,090 27,779,444 16,788,865 Mr. Bol 
Northwestern National .. 91,181,844 67,069,675 49,658,101 producti 
Ohio National Life ...... 36,414,946 30,460,327 19,428,091 ; 
INSURANCE COMPANY Pan-American Life ..... 52,101,274 44,146,838 25,094,908 will spe 
Bee Maree Dees RARE, ERED vesimen 
HOME OFFICE: DALLAS, TEXAS State Mutual Life .....:: 86,624;861 65,973,286 62,235,692 Mr. B 
United Benefit Life ...... 56,682,121 66,052,081 16,297,227 newal a 
* Excluding revivals and increases transfer: 
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LIAMA Introduces 
Cost Analysis Form 


An agency cost analysis form which 
will make it possible for managers and 
companies to determine the makeup of 
field agency expenses has been introduced 
to member companies by Life Insurance 
Agency Management Assn. 

The form is essentially a guide for or- 
ganizing the facts necessary for cost 
studies. The form can be filled out by 
the agency cashier in both the branch 
ofice and general agency types of ordi- 
nary operation. Precise instructions 
which accompany the form tell how to 
do the job of assigning costs such as 
clerical salaries, rents and other ex- 
penses to first-year and renewal busi- 
ness. 

The association has found an increas- 
ing interest in this subject on the part 
of companies in the last few years. Few 
life insurance companies have made 
functional cost analyses of their agen- 
cies, although such studies are standard 
practice in many other industries. The 
new form, by providing a simple method 
for a breakdown of expenses, should en- 
courage widespread interest. 

Benefits of such analyses to the home 
office and the field are many. Companies 
are able to compare their agency costs 
with other companies and also to make 
intra-company comparisons. They may 
spot trends by comparing yearly analy- 
ses and may use the results of cost 
studies as a basis for agency department 
plans. Analyzing costs enables the man- 
ager or general agent to see his agency’s 
strengths and weaknesses. It also gives 
him insight into the factors that cause 
profit or loss. 

The industry-wide use of the cost 
analysis form will do much to standard- 
ize the basis on which costs are re- 
ported. A uniform method of allocating 
costs is necessary if the association is 
to continue to improve its field costs sur- 
veys. Wide use of this form will also 
provide more information on rents, cler- 
ical salaries, insurance in force and other 
data than has previously been available. 


Holmes Wins Mont. Primary 
Test for Congress Seat 


John J. Holmes, Montana insurance 
commissioner, has won the Democratic 
nomination for Congress by a substan- 
tial margin, according to unofficial re- 
turns of last week’s primary. He had 
13,672 votes to his nearest rival’s 3,619. 
His opponent will be the incumbent 
Republican, Wesley A. D’Ewart. 


Mr. Holmes’ term as commissioner 
expires in 1952. It is an appointive 
office. 


Continental Revises Eastern 
Agency Dept. Functions 


Ted Kemp has been named agency 
secretary in the eastern department of 
Continental Assurance. He will assist 
Vice-president Harlow C. Brown on all 
inside activities of that department. Burr 
Rubey, agency supervisor, now will be 
responsible for agency development and 
services in New York, New Jersey, 
Maryland and east Pennsylvania. Frank 
Johnson, agency supervisor, will pro- 
mote expansion in New England. Frank 
Lally, former assistant to Mr. Kemp in 
the cashier department becomes cashier. 
Al Morrison, eastern superintendent of 
agents, will continue in charge of eastern 
agency functions. 


Lincoln National Raises Two 


Harold L. Bobeck and Franklin B. 
Mead, Jr., have been promoted to as- 
sistant managers of the mortgage loan 
department of Lincoln National Life. 
Mr. Bobeck will have charge of direct 
Production of mortgages. Mr. Mead 
will specialize in commercial loan in- 
vestments and purchase-loan contracts. 

Mr. Bobeck joined the company’s re- 
newal accounting department in 1930, 
transferring to investment accounting 





two years later and to the mortgage 
loan department. 

Mr. Mead joined the company’s mort- 
gage loan department in 1932 and two 
years later was transferred to the in- 
vestment research department. He was 
assistant manager of that department 
from 1937 until 1942 when he entered 
the navy. Upon his return to the com- 
pany, he joined the mortgage loan de- 
partment as divisional manager. 





Total life insurance owned in the 
United States at the beginning of 1950 
was $214,400,000,000, very nearly double 
the figure 10 years ago. 


$8.2 Billion of Life 
Assets in Housing 


Invested dollars of life companies 
have had a significant role in the post- 
war housing expansion. According to 
the Institute of Life Insurance, analyz- 
ing an annual study of life company 
mortgage investments just made by the 
home loan bank board, at the start of 
1950 life dollars accounted for $8,232,- 
000,000 of housing financing compared 
with $3,819,000,000 five years ago. 


Of the housing mortgages held at the 
beginning of this year, $5,970,000,000 
was for one to four family units. The 
remaining $2,262,000,000 represented 
mortgages on multi-family housing. The 
life companies also had in their invest- 
ment portfolios $1,131,000,000 of farm 
mortgages and $3,326,000,000 of mort- 
gages on industrial and commercial 
properties, making a total of $12,689,- 
000,000 in mortgages held by the com- 
panies. 

The total new mortgage financing of 
life companies in 1949 amounted to 
$3,312,000,000. 
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While light on copy and light in treatment, this series of advertisements on 
the living values of life insurance is a serious tribute to every life underwriter 
in the business who is helping people to understand and to use life insurance 


to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


“4 Career Underiuriters® Company”’’ 








HteNATIONAL UNDERWRITER 


July 28, 1939 























Fifty-Sixth Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $168,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894 ... The Company also holds 
over $78,500,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $209,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- - 
tract, and up-to-date training and 
service facilities — for those quali- 
fied. 
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THE STATE LIFE 
INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 











P4 




















WHY 


You should investigate the Opportunity we have to offer— 


The finest Agent's Contracts available today — We dare comparison. 

You write your own ticket — It’s incentive all the way. 

You can, as an Agent, make the Top General Agent's Commission with 
Lifetime renewals — Persistency Bonus that means real money to you. 
Free vacation with all expenses paid — etc. 


It's new——Investigate—Compare—then make your decision. 
Here’s an Illustration of one of our policies — the 


HOME SECURITY PROVIDER 
A real leader in the field of MAXIMUM PROTECTION for each 
PREMIUM DOLLAR PAID. 


Age 30 Annual Premium $67.50 
Year Death Benefit In addition to Death Benefit Policy 
provides for 
1 $10,000.00 
10 6,600.00 @ Guaranteed Cash Value 
15 4,000.00 @ Paid-up Insurance 
20 and thereafter 2,000.00 @ Extended Insurance 


@ Annual Dividends 
WRITES $10,000.00 NON-MEDICALLY 


Interested? Write for Details. Territory available in 
Illinois, Michigan and Missouri. 


CHARLES H. DAVIS 
Bankews Muizal 


Superintendent of Agencies 
_— ¢ i“ 


e 
RU) 
LY $ “, 
G. C. French, 
President 


An old line mutual legal reserve company 
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Mobilization Won’t 
Seriously Affect 
Companies Yet 


Present plans for mobilization will not 
create serious personnel problems for 
life companies according to personnel 
men who are now closely watching the 
problem. Relatively few executives are 
in reserve or national guard units. Some 
in the reserves won't be affected unless 
greater numbers are called than are 
presently indicated. Top level men are 
out of the age brackets that will be 
affected by the draft. 

Manpower is being inventoried by 
some companies to learn where they 
stand now and what the potential drag 
will be. Some are conducting fresh sur- 
veys in the home office and field. Others 
are bringing up to date records they 
have kept on personnel since the war. 

Some companies are reviewing the 
status of key men. Others have esti- 
mates of their exposure without detailed 
information by age group or military 
status. 

One company has just completed an 
inventory of all personnel in the field 
and at the home office with breakdowns 
as to age, salary, position, number of 
dependents, etc., as well as the military 
specialties, branch of service, and active 
or inactive reserve status of affected per- 
sonnel. For companies that extend some 
financial benefits to dependents of per- 
sonnel called into service surveys are re- 
quired to determine the cost of such a 
step under present conditions. Others 
are studying severance conditions for 
personnel who leave company employ 
and determining the policy to be fol- 
lowed in arranging for their eventual 
return to the same or better jobs as 
required by law. 

The position of some companies now 
depends on the practice they followed 
after the war. 

Because conditions were unsettled 
some companies never went in for large 
scale hiring of male high school grad- 
uates particularly when the draft law 
was extended. They hired young girls 
for clerical positions. Those who em- 
ployed young men are now most vul- 
nerable to the draft. Unfortunately for 
some companies the probable call of 
young men comes just at a time when, 
after a period of training, they have 
made themselves useful. This group is 
the one that will be most seriously hit 
by the draft. 

Defense Job Appeal 

In areas such as Hartford where the 
large aircraft industry offers better pay- 
ing jobs than insurance it has always 
been tempting to persons who might be 
suited for insurance work to get into or 
transfer to defense work there. In that 
area an insurance personnel shortage 
may develop in some categories. 

One real tragedy of the situation, one 
executive said, is that many young 
junior executives whose first attempts 
at a career were stymied by the war are 
now running into the same thing again. 
Young men who stayed in the reserves 
may now be called away from their work 
for a year or more and inevitably, the 
war experience, though broadening, 
doesn’t offer the seasoning that every 
day work in the business provides. 
These young men in the past war years 
have just been coming into their own 
and have staked out pretty fair claims 
on promising careers in many com- 
panies. Enlightened personnel programs 
will call for giving those affected most 
considerate treatment. Many young 
agents will be called to active duty and 
the effect on their business and market 
during their absence will be serious. 
Many general agents have assistants 
whose departure will throw astray care- 
fully laid plans for future agency devel- 
opment. 

The cumulative effects of mobilization 
though not immediately critical to com- 
pany structures will nevertheless have 
repercussions in the next six months 











that can’t be ignored. 


War Clause Scare 
Put to Work as 
Sales “Closer” 


The Korean war caused a big enough 
sales spurt to warrant considerable un. 
derwriting caution, an informal survey 
indicates but estimates are far below 
the volume attributed to the war scares 
of 1940 and 1941. 

The rash of war clause warnings were 
put to good use as closers by many 
agents on prospects within the military 
age brackets. 

There was a decided upswing in re. 
quests for coverage from men already 
affected by the war news such as those 
in process of shipment or with alert 
orders, Restrictions announced by home 
office underwriters stopped any huge in- 


flux of war scare business. Producers} 


most seriously affected were those doing 
a large volume of business around milli- 
tary bases. 

At various agencies war and military 
aviation clauses have become the sub- 
ject of letters to clients and prospects, 
These took the form of urging men 
who had been hesitating to buy or to 
buy more to make their decision. One 
agent took the opportunity to write all 
his clients as their insurance adviser 
and discuss the subject with them. His 
letter said: “Having assumed the re- 
sponsibility of keeping vou up to date 
with important information regarding 
your life insurance estate, I am taking 
this opportunity to bring to your at- 
tention the fact that unrestricted life 
insurance may not be available for 
more than a short time. This situation 
by itself certainly should not motivate 
you to purchase additional insurance 
but it seems as if now would be a very 
opportune time to review your insur- 
ance picture and give some _ serious 
thought to this problem.” Thus the war 
clause talk was turned into an opportu- 
nity for an overall service call on all 
clients. 


Use Press Stories 


Some agencies reproduced photo- 
static copies of war clause stories in 
the daily press and sent them along to 
prospects with a letter suggesting a 
decision on proposals made to them 
earlier. 

One agency used this sales approach 
on all male clients under 38 and then 
extended sales possibilities by stressing 
the need for juvenile on boys under 18 
but near that age and who will be sub- 
ject to a draft in the near future. 

Most agencies indicated that they had 
closed cases on at least a few pro- 
crastinators on the basis of the war 
clause scare. 


Contact All Prospects 


In New York City some agencies 
with large brokerage followings dis- 
tributed bulletins on the war clause 
problem. One of these said: “May we 
recommend that you recontact as soon 
as possible every man to whom you 
hope to sell life insurance during the 
next 12 months. Your prospect has 
nothing to lose by buying life insurance 
now. He might have much to gain.” 
The letter also said that though war 
clauses in the last war excluded cov- 
erage outside continental limits of the 
U. S., the effect of atomic war 1s 
unknown and mentioned that it is pos- 
sible that more drastic restrictions 
might at some time be imposed within 
the continental limits than were used 
during the war. 

One agent who has specialized for 
some years on prospecting among high- 
er income groups found another reason 
to be happy about his success in selling 
in that bracket. “Most of the people 
who buy the estate planning arrange- 
ment I sell,” he said, “are too old for 
military service. So it doesn’t affect 
my market at all.” 





Life insurance owned per family in the 
United States, now nearly $5,000, is half 
again as large as the 1941 figure. 
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Bond Man Tells What Happens to Premium 
Check After It Leaves Agency Cashier 


Though most of us have a general 
jdea of where the life company reserves 
are invested and can casually enlighten 
policyholders with explanations of an- 
nual report charts showing how life 
jnsurance assets are at work in the 
national economy, to most of us the 
actual details of a securities transaction 
and of bond custody and control are 
rather vague. 

A home office finance man in charge 
of $1 billion of securities recently 
offered some details on internal invest- 
ment procedures and these are offered 


for those who would like to trace 
premium checks beyond the agency 
cashier. The average transaction be- 


gins when a home office investment 
department is contacted by a repre- 
sentative of a syndicate or brokerage 
house wanting to sell all or part of an 
issue of bonds. If the company is in- 
terested in the deal after getting the 
information it wants on the firm that 
the securities, its finance 


will issue 
committee, with the -advice of the 
legal department, decides whether it 


wants to invest and how much. 

There may be as many as 150 vendors 
or brokers as members of a syndicate 
on a big issue. Individually these 
brokers may sell anywhere from a few 
bonds to $1 million worth or more. 
Members of a syndicate participating 
in selling an issue may be located any- 
where in the country. 


Carefully Prepare Warrants 


Once the company decides to invest, 
warrants or vouchers, the equivalent of 
an authorization to buy, are okayed by 
a finance officer and sent to the division 
of the company where the actual pur- 
chases are made. The warrants are 
carefully checked to determine if they 
conform in amount and price with the 
finance committee decision. Usually 
there is one voucher for each vendor. 
Other information on the warrant in- 
cludes the purchase price, yield, ac- 
crued interest, number of tax stamps, 
etc. 

Arrangements are then made with 
the vendors for the purchase and de- 
livery of the bonds. These may be 
placed with a trustee bank which safe- 
keeps the securities or they may be de- 
livered to the company by a messenger 
or by mail. 

When the messenger arrives at the 
treasurer’s department at the home 
office he presents the bonds and they 
are checked and verified. Usually the 
runner calls back later in the day, be- 
fore the banks close, to pick up the 
check for the bonds. 


Use Vault Boxes 


At this company the securities are 
kept in black metal boxes 19 inches x 
27 inches x 5 inches. On the outside 
of these vault boxes are painted the 
date of interest payments, box number, 
etc. A card file, called a security cus- 
tody control record, is maintained. 
After the messenger has delivered his 
bonds a typist lists the name of the 
issue, its par value, bond numbers, the 
mterest date, and the name of the trus- 
tee, etc. The bonds are placed in a 
vault box and at the end of the day 
sent to the vault where they are counted 
again. The vault is sectioned off by 
interest payment date and the boxes are 
filed in numerical order. Hundreds of 
boxes may be in use. 

The bonds remain in the vault, being 
taken out only at the time the coupons 
are clipped, normally about every six 
months, unless they are called for re- 
demption. Among the many jobs of 
the finance or treasurer’s department is 
to follow the listing of notices in the 
daily papers when bonds are called for 
redemption. The bond numbers must 
be checked against those the company 
owns. The long term bonds have an 
average maturity date of about 30 years 
and except for periodic counts by the 





auditor, outside accountant, or during 
the triennial examination by state in- 
surance departments, they remain in 
the vault box the entire time. 


Bond Odd-enda 


Many bonds are issued in temporary 
form with only one or two coupons. In 
six months or a year a fully engraved 
definitive bond is substituted for the 
temporary form. The face amount oi 


the bond may vary from $1,000 up. 
One life company at one time held a 
25 million American Telephone & Tel- 
egraph bond but later changed it to 
$1,000 coupon bonds. Government 
bonds frequently are held in $1 million 
denominations. Depending on the size 
of the company there may be thousands 
of coupons to be cut and counted each 
month, and, as in many large invest- 
ment institutions, a full time staff of 
coupon cutters and counters is em- 
ployed. Though new bonds are con- 
tinually added, some _ securities have 
been in the hands of life companies for 
60 and 70 years. One company has held 


some British consols, 214% perpetual 
bonds, since 1887. .In line with the 
size of the company, the total value of 
bonds may exceed a $1 billion dollars. 

The practice with direct placements 
is similar until the time of the purchase 
but then it varies. Direct placements 
are simply and easily handled. They 
are relatively few in number compared 
with publicly purchased issues. Some- 
times a definite bond will be issued 
but frequently the company gets only 
a sheet of paper or booklet as evidence 
of the transaction. Perhaps only a few 
bonds are involved. There is no need 
for expensive engravings. 








For 70 years the Minnesota Mutual Life 
Insurance Company has maintained its 
fine record of outstanding service to the 
public. It was on August 6, 1880, that the 
six founders after months of careful plan- 
ning began their venture in a then infant 
industry. They hoped that their company 
would be one of consequence in the 
worthy business of life insurance. From 
that small beginning, Minnesota Mutual 
has recorded steady progress through 
able management and sound planning 


future. 





until at the end of its 70th Anniversary 
month insurance in force will approxi- 
mate 700 million dollars. 


On this 70th Anniversary the company 
salutes Minnesota Mutualites in the Field 
and Home Office who over the years 
have devoted their efforts to building a 
greater Minnesota Mutual. To them credit 
is due for past success and in their com- 
petent hands rests the pattern for the 


The Minnesota Mutual Life Insurance Company 
SAINT PAUL 1, MINNESOTA 


Organized 1880 
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GEARED FOR TODAY'S MARKET! 


Write today 
for complete 
information 
about agency 
opportunities. 





Are you getting your share of Busi- 
ness Life Insurance in today’s great- 
ly expanded market? Amazing new 
policy of Central Life of Illinois 
offers insurance to cover large 
amounts of short term indebtedness 


at unbelievable rates. 
Check these against your term 
rates. 


Guaranteed cost of term insurance 


over 5 year period at following 


ages: 
Age Cost per thousand 
25 $ 5.18 
30 5.41 
35 5.96 
40 7.39 
45 9.61 
50 13.01 


a neighborly company 


CENTRAL LIFE 
Insurance Company 


OF ILLINOIS 


Alfred MacArthur, President 
Founded 1905 
211 W Wacker Drive Chicago 6, Illinois 
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Many Plaques Awarded at 
Three Travelers Meets 


Numerous plaques for outsanding 
production both in life insurance and in 
accident were awarded at the recent 
sales congress conferences held by 
Travelers at Colorado Springs, at Bret- 
ton Woods, N. H., and at White Sul- 
phur Springs, which were attended by 
1,200 in all, the largest number of 
qualifiers in the history of the company. 

At Colorado Springs plaques for lead- 
ing accident production were awarded to 
Nelle Ewing, Amarillo; Jack C. Keeler, 
San Francisco; Harry W. Miller, Des 
Moines; Lou Mason, John H. Sigler and 
Everett R. Pray, Los Angeles; Kenneth 
Spetner, St. Louis; Leroy E. Woods 
and Irving H. Pearce, San Francisco; 
James F. Nemec, Duluth, and Mitchell 
G. Halliday, Winnipeg. Plaques for out- 
standing life production at the western 
meet were awarded to Harold S. Par- 
sons, Los Angeles; Frank W. Purdy, 
Seattle, and J. C. Gilmore, Houston. 

Plaques presented at Bretton Woods 
for accident went to Maurice Linder, 
Brooklyn; F. B. C. Wood, Philadelphia; 
Herman H. Heye, New York; Maurice 
S. Tabor, Buffalo; Donald W. Bousted, 
Jr., Newark; Clifford S. Bennett, and 
Milton O. Cederquist, Buffalo, and 
George E. Levesque, Boston. A plaque 
for both life and accident was awarded 
to Irving Krinovitz, Albany. 

Plaques for outstanding accident pro- 
duction at the eastern meet went to J. P. 
Ballinger, New York City; Eugene S. 
Freeman, Halifax; Hugh B. Mitchell, 
and Frank P. Graham, Toronto. 

At White Sulphur ‘Springs, Bruce 
Blalack, Memphis, received the life and 
accident award. Life plaques were 
awarded to Louis J. Grayson, Washing- 
ton; S. Burton Allen, Wilmington; Jack 
C. Bushman, Atlanta; James D. Dick- 
son, Jacksonville, Fla.; Luther Kuder, 
Erie; Mrs. Addy A. Chandler, Atlanta; 
Edmund Armes, Birmingham; Charles 
O. Wolfes, Charleston; Barney Wald- 
man, Baltimore; Milton Fodiman, Wash- 
ington; Edwin L. Buckley, Wilmington, 
and Dan D. Dickenson, Richmond. 

Accident plaques went to Richard A. 
Green, Detriot, Richard B. Huebner, 
Reading; William B. Watkins, Cleve- 
land; Joseph L. Tagg, Memphis; Ernest 
G. Ross, Chicago; L. Jerome Taylor, 
Norfolk; Jules J. Keller, New Orleans 
and Clint C. Anderson, Kansas City. 





Companies Receive First 
Korean War Death Claims 


The first death claims caused by the 
Korean war were paid by life compa- 
nies this week. Few claims have been 
received thus far, one large company 
reporting four, another two, and a third 
company indicating it had not received 
any. 

Claims departments will apparently be 
faced with a problem in deciding on 
double indemnity. Policy clauses vary 
in wordage but death caused by war is 
usually excluded from double indemnity 
provisions. Whether courts would con- 
sider the military action in Korea as a 
war or a police action is not yet decided. 

War time claims problems were being 
revived such as what to do when a man 
is declared missing in action. One com- 
pany is setting up special records on 
Korean war death claims as it did dur- 
ing the war. 


Hold 3rd Lincoln Natl. Meet 
at White Sulphur Springs 


The final regional sales convention of 
Lincoln National Life was held at 
White Sulphur Springs, W. Va., with 
qualifiers from 17 states in attendance. 
Approximately 300 including agents and 
their wives attended this third recogni- 
tion meeting of the year. 

Cecil F. Cross, vice-president and di- 
rector of agencies, honored the agent 
of the year, leaders of insurance in 
force, and convention qualification club 
officers. 





—>= 


At the banquet Mr. Cross also intro. 
duced members of the Minute-Men 
Club, Million Dollar Round Table mem. 
bers, and national quality award win. 
ners. He installed as new members of 
the company’s Quarter Century Club, 
W. H. McElhenie and R. F. Warnock, 
Canton, O. Mr. Cross honored consecu- 
tive weekly production winners: Mrs, 

Ruth Loehr, Cleveland; General 
Agent J. X. Harris, Baltimore; W. L, 
Pool, Norfolk, and T. J. Hitomi, Sac. 
ramento. He then presented three new 
general agents, L. T. Bates, Atlanta; 
C. M. Scully, New Orleans, and H. M, 
Silin, Erie, Pa. 























many forms.... 











But the widest variety 

is found in 

Columbian National’s kit 
of individual and group, 
life, accident, 

: _ Sickness and 

2 Re hospital protection. 
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The COLUMBIAN NATIONAL 
LIFE INSURANCE Zomacny 


BOSTON 12, MASSACHUSETTS 


July 28, 16 
Le 


Gar 
oat 


Ideas 
Make 


A succes 
recent (anc 
tion in his 
fact that ‘ 
go outside 
primary ca 
agency. 
But in a 
dx calls to 
They seem 
they never 
selling situ: 
They don’t 
If the a 
prospect te 
now and tl 
see, aS he 
may need. 
them ready 
the differer 
sale. 


Ready for 


Suppose 
mulations i 
want to us 
on the nev 
along. 
Whereve 
make the 
and the sa 
traverse. | 
a proposal 
which he t 
to buy ins 
plans inste 
Otherwise 
much to d 
close. 

The G. £ 
who was su 
ofice with 
cient had | 
This so u 
forms back 
them signe 
detail out c 


Get There 


A client 
“call me ne 
ous about 
Monday m 
ducer it me 
the client 
ing week t 

Some ag 
they ever — 
points. Fo 
on a prosp 
his sales te 
ting by, sa 
was sold. 
Finally rea 
going to ré 
it, Agent B 
the doctor 
incidentally 
the prospec 
lication w 
\’s pocket. 

The agen 
dient make 
the impedir 


A. & H. 


A life ge 
Wites cons 
gents forg 
te writing 
He says it’ 
recommend 
Mospect a 
0 it on h 
Sa progr: 
anything he 
an show t 
Many time 
¥ents dec 
ospect c: 
‘Let the pr 
tral agent 





28, 1950 








O intro. 
ite-Men 
le mem. 
rd win- 
bers of 
y Club, 
arnock, 
onsecu- 
: Mrs, 
Genera] 
W. L, 
1i, Sac- 
ee new 
\tlanta; 


» al, 


Ys 





ETTS 


july 28, 1950 


LIFE INSURANCE EDITION 


9 











——_— 


GALES IDEAS 


OF THE WEEK 


Ideas That Help 
Make Sales 


A successful general agent analyzes a 
recent (and temporary) drop in produc- 
tion in his establishment as due to the 
fact that “agents can’t sell unless they 
go outside.” That is, he thinks, the 
primary cause of slumps, individual or 
agency. 

But in addition, so many agents take 
x calls to do what they can do in one. 
They seem to fear to lose something 
they never had, and fail to tackle a 
glling situation with vigor and dispatch. 
They don’t want to upset the prospect. 

If the agent has six forms for the 
prospect to sign, he gets three signed 
now and three later. He may not fore- 
see, aS he well should, what papers he 
may need. Yet by doing so, having 
them ready at the interview may make 
the difference between a sale and non- 
sale. 


Ready for ‘Use of Dividends 





Suppose the client has dividend accu- 
mulations in his present policy; he may 
want to use them for the first premium 
on the new insurance. Take the forms 
along. 

Wherever possible the agent should 
make the path between the prospect 
and the sale easier for the prospect to 
traverse. For example if he is making 
a proposal involving several amounts 
which he thinks the prospect can save 
to buy insurance, he should take two 
plans instead of three or four or five. 
Otherwise he gives the prospect too 
much to decide, makes it too hard to 
close. 

The G. A. cited the case of an agent 
who was supposed to appear at a client’s 
ofice with forms for conversion. The 
dient had forgotten to bring his policy. 
This so upset the agent he took the 
forms back to the office without getting 
them signed, which would have been one 
detail out of the way. 


Get There Monday 


A client or prospect tells the agent 
“call me next week.” To an agent seri- 
ols about getting business that means 
Monday morning. To the weak pro- 
ducer it means Wednesday. If he finds 
the client out, he waits until the follow- 
ing week to call him. 

Some agents get out of the habit, if 
they ever had it, of closing on minor 


points. For example, two agents called 
ma prospect. Agent A launched into 
iis sales talk. Agent B, who was sit- 


tng by, saw at once that the prospect 
was sold. Agent A kept making points. 
Finally realizing that Agent A wasn’t 
going to recognize “yes” when he saw 
it, Agent B suggested A go arrange with 
the doctor for an examination, which 
incidentally was quite agreeable with 
the prospect. When A returned, the ap- 
jlication was signed and the check in 
\’s pocket. 

The agent should help the prospect or 
tient make up his mind; not multiply 
the impediments in his way. 


A. & H. Insurers Program 


A life general agent whose company 

ites considerable A. & H. says many 
ents forget to suggest it when they 
te writing up a program for a prospect. 
€ says it’s wise to get in the A. & H. 
commendation early and give the 
tospect a chance to say “yes” or “no” 
0 it on his own. An A. & H. policy 
8a program insurer, he says. And if 
‘tything happens to the client the agent 
can show that he recommended it. Too 
Many times, says this general agent, 
ents decide on their own that the 
Ospect can’t afford the added cost. 
Let the prospect decide that,” the gen- 
tal agent says. 











Some Speakers for Counsel 
Federation Meeting Listed 


A number of speakers for the an- 
nual meeting of Federation of Insurance 
Counsel, to be held Sept. 14-16 at 
Atlantic City, have been announced by 
Samuel M. Hollander of Newark, 
federation secretary. They include: 
Sidney McCord, Camden, N. J., and 
Harold Feuerstein, Newark, both on 
fire insurance topics; John A. Apple- 
man, Urbana, IIl.; Charles B. Robison, 
Chicago; Donald S. Fuerth, Newark, 


on legal aspects of group annuity busi- 
ness; John T. Hume, Indianapolis; 
Robert C. Handwerk, Washington, D. 
C., on government life insurance; 
Eugene Nogi, Scranton, Pa., and 
Keiller MacKay, chief justice of the 
Ontario court of appeals. George H. 
Tyne, assistant general counsel of Na- 
tional Life & Accident, is resident of 
the federation. 

It is suggested that those who are 
planning to attend the American Bar 
Assn. meeting at Washington, D. C., 
will find it convenient to stop over at 
Atlantic City. 


Out for Kan. Commissioner 


Lawrence R. Crane, with John Han- 
cock Mutual Life at Wichita since 
1945, has announced his candidacy for 
Kansas commissioner of insurance on 
the Democratic ticket. He saw service 
with the army air corps in Europe and 
was a prisoner of war in Germany for 
nine months. He was retired with the 
rank of captain. 





Leo W. Horswell has been named 
manager of the Chicago group office 
of Pacific Mutual Life. 
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Chance to Do an Even Bigger Job 


Offhand it might seem that the new 
series of advertisements of Institute of 
Life Insurance stressing the need for a 
sound national fiscal policy might be 
one of the first casualties of the Korean 
war, for it might appear that with bil- 
lions needed for war and for defense 
an appeal based on economic grounds 
would be regarded by the public as in- 
appropriate. Yet we believe that a lit- 
tle deeper consideration will indicate 
that the need for such warnings and ex- 
hortations as are the theme of the in- 
stitute campaign are going to be needed 
just as badly as in peacetime, maybe 
even more so. 

Even though the institute will doubt- 
less have to change the focus of its 
campaign to bring it into line with 
changed conditions we feel sure that the 
life insurance business has full confi- 
dence in the institute’s ability to modify 
its approach so as to produce as effec- 
tive a campaign as it had originally laid 
out. 

It is reassuring to observe that the 
administration at Washington seems so 
aware of the necessity of seeing that the 
war effort doesn’t bog down the eco- 


nomic machine. A recent cartoon by 
Herblock in the Washington Post sum- 
marizes the situation very aptly. It 
shows President Truman at his desk 
with a charted headed “Crisis Program” 
in his hands. On the wall are two 
other charts. One, labeled “Aggression,” 
shows the Korean peninsula battle line. 
The other, headed “inflation,” has rough- 


ly the same upward-curving line. The 
cartoon is captioned, “Two lines to 
hold.” 


Whatever happens in Korea or else- 
where, the need for a sound national 
economy is a vitally important one. This 
has become more and more the case 
ever since warfare got beyond the stage 
where soldiers lived off the country. 
This fact, as it applies to the United 
States is fully appreciated by the Rus- 
sians. Even as far back as Lenin the 
soviet idea has been to force the United 
States to spend itself to death. 

We will look forward with interest to 
the new advertising approach of the In- 
stitute of Life Insurance. We are con- 
fident its impact will be as effective in 
time of war as it would have been in 
peace. 


Leave Us Not Go Overboard 


In letters, memorandums, reports, 
and in the actual policies the companies 
sell, insurance people are engaged in 
communicating ideas through the writ- 
ten word to an extent that prevails in 
few other lines of work. So they should 
be grateful for the effort that Rudolf 
Flesch is making to take the stuffiness 
and phony fanciness out of writing and 
make it more relaxed and conversa- 
tional. In fact, we editorially applauded 
Mr. Flesch’s “The Art of Plain Talk’ 
when it came out several years ago. 

But now we are beginning to have 
an uneasy feeling that maybe this thing 
will be carried too far. In Printers’ Ink 
for June 30 Mr. Flesch had an article 
recommending what he calls “shirt- 
sleeve English” in writing. It just 
means writing like you talk. His basic 
rules are these: Go slow on rare and 
fancy words and don’t worry too much 
about avoiding repetition, or slang, or 
being ungrammatical. 

There is some danger, though, that 
the people who most need Mr. Flesch’s 
guidance will apply his rules too lit- 
erally, just as they have been applying 
the earlier, overly formal rules too lit- 
erally. Obviously, you shouldn’t exas- 
perate your reader with words so rare 


he can’t understand them or distract 
him with words so fancy that he gets 
to thinking about how esoteric (sorry, 
Mr. Flesch) the word is instead of 
what you are trying to say to him. 
Yet people know the meaning of a lot 
more words than they use in writing 
or than they, or most other folks, use 
in conversation. Sometimes tossing such 
a word into an otherwise fairly com- 
monplace bit of writing will give it a 
piquancy that it needs to give it in- 
dividuality and make it stand out in 
the reader’s mind. 

Now, about avoiding repetition. Until 
people get used to shirt-sleeve English, 
readers are going to think that over- 
use of repetition looks funny, Flesch or 
no Flesch. If they start counting the 
number of times you use the word 
“policy” in a single paragraph they are 
likely to lose the thread of your 
thought. 

Same with slang. Mr. Flesch’s eman- 
cipation proclamation for slang is going 
to cause a lot of hitherto restrained 
writers to go haywire. But slang needs 
even an even more deft touch to use 
effectively than regular English does. 
If ineptly used, it can easily make the 
recipient of a letter wonder what kind 


of jerk he is hearing from and may 
even leave him in the dark on the let- 
ter’s meaning. Slang is more regional 
than regular English and you can’t be 
sure that an expression widely under- 
stood in your own locality will be 
understood in the same way in another 
part of the country. 

About them there now grammar 
rules and such-like, we really ain’t got 
no ideas, much of any, except that a 
lot of folks are goin’ to be writin’ like 
we think they hadn’t oughta. It’s all 
right to write like you talk but if you 
don’t talk good, maybe you ain’t likely 
to write good, neither. 

Shirt-sleeve English, says Mr. Flesch, 
is being used more and more in busi- 
ness today. He quotes with approval 
this letter from an unidentified insur- 
ance company to an Ohio woman: 

“Is our face red! One of our clerks 
overlooked the fact that our district 
manager had already _ issued his 
check to you. Consequently a home of- 
fice check was mailed to you. We 
would like to personally shake hands 
with you and thank you for returning 
our check.” 

Leave us not deny that this is a big 
improvement on “We beg to thank you 
for,” etc., that probably would have 
been written in the days before Mr. 
Flesch began getting. in his licks. But 
without finding fault with the quoted 
letter, it seems clear that if the palsy- 
walsy motif goes much farther, the 
person who gets one of these new-style 
letters is likely to feel as he would if 
an over-friendly strange dog were to 
jump into his lap and start licking his 


face. 

There are plenty of businesses wher 
an excess of breezy informality won 
do any harm. But insurance is a serious 
business, though it needn’t be a pomp. 
ous one. People like warmth ani 
friendliness in letters about their insyp. 
ance matters but they don’t want them 
to sound like they were written by one 
bobby-soxer to another. Worse still 
would be any suspicion that the ney 
type of letters was merely a pose, lack. 
ing in sincerity or a real feeling of 
friendliness. 

The interest in simpler, clearer writ. 
ing is an excellent thing for the insu. 
ance business, for people have long 
had the idea that insurance communi. 
cations were by the nature of the 
business stuffy and formal. What we 
are pointing out is that this desirable 
trend may get out of hand if it isn't 
watched. Letter-writers who blind) 
followed the old rules are in danger 
of blindly following the new rules, 
Where they succeeded in making them. 
selves merely dull before, they now 
risk making themselves laughable. The 
need education in taste and discrimina 
tion, or, lacking that, then restraints 
imposed on how far they may go in 
applying the new rules. 

Not the least danger of going hog. 
wild in the informalizing of writing is 
that it may result in making the gen 
eral run of writing as colorless and 
commonplace as the general run of 
conversation. Then we could expect to 
see a swing back toward the fanciness 
and formality we are now trying to get 
away from. 








PERSONAL SIDE OF THE BUSINESS 





Bernard A. Gilhuly, district manager 
at Bridgeport, Conn., has been with 
Prudential for 40 years and Walter B. 
Ford, manager of the Washington dis- 
trict No. 1, recently observed his 25th 
year with the company there. 

Dana E. McCutchan of Minneapolis, 
who is with the White & Odell agency 
of Northwestern National Life, has just 
completed his 20th consecutive year of 
membership in the company’s App-a- 
Week Club. 

R. M. Lineberger, with Durham Life 
at Morgantown, N. C., since 1941, has 
resigned to become field representative 
for the Republican party in North 
Carolina. He will assist in party or- 
ganizational and educational work. He 
had been with Durham Life for 14 
years. 

Dr. Harry E. Ungerleider, Equitable 
Society medical director, visited Salt 
Lake City and addressed company 
agents from Utah and Nevada on lib- 
eralization of the company’s medical 
requirements. 

Earle W. Brailey, New England Mu- 
tual, Cleveland, and Mrs. Brailey will 


celebrate their 30th wedding anniversary 
at Webster, Mass., on Aug. 14. After 
that they will be at their farm in Ver 
mont for a vacation until Labor Day. 
Mr. Brailey will attend the C.L.U. in 
stitute at the University of Connecticut 
in the early part of August. 

F. C. Tooker,: veteran life man oi 
Green Bay, observed his 35th anniver- 
sary with Mutual Life. Now 75, Mr. 
Tooker became an agent in 1915 and for 
several years was a district manager be: 
fore resuming personal production. 

John F. Timbers of Cleveland, just 
graduated from John Carroll Univer 
sity and working part time for Sun Life 
of Canada during his senior year, sold 
$180,000 worth of insurance. Returning 
from the marine corps three years ago 


still lacking a high school diploma, he}, 


completed a year and a half of high 
school in the daytime and four years ai 
college at night. He is a member o 
the company’s Top salesmen’s club and 
has earned an all-expense-paid vacation 
in Canada. 

Peter M. Fraser, president of Con 
necticut Mutual, received a surprise gift 
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from a practical-joking friend the other 
day—a donkey. The creature arrived 
in Hartford from Florida by way oft 
Railway Express, with a cryptic mes- 
sage attached: “‘You’ve taken every- 
thing else of mine. You might as well 
take this. It’s all I have left.’ The 
donkey is now getting acquainted with 
the youngsters at the nearby Newington 
Home for Crippled Children. 


Lloyd J. Yaudes, who has resigned 
as actuary of the Wisconsin department 
to become director 
of public relations 
with Wisconsin 
Mutual Insurance 
Alliance, was with 
the department for 
96 years. He grad- 
vated from the 
University of Wis- 
consin in 1923 and 
started with the de- 
partment the fol- 
lowing year in the 
actuarial field. Dur- 
ing the term of 
Commissioner 
Duel, he served as 
acting deputy commissioner. 


OBSERVATIONS — 


War Clauses Could Swell NSLI 


Some opinions are expressed by life 
insurance people that one of the greatest 
dangers inherent in applying war clauses 
to men in uniform is that agitation will 
increase for awards of larger amounts 
of NSLI to service men. Here and 
there there already are individuals and 
groups urging that the limits be raised 
from $10,000 to $15,000. 





L. J. Yaudes 














Military in the News 


It didn’t take long for the Korean 
military situation to make itself notice- 


able in press releases on insurance 
personnel changes. Usually the biog- 
raphies of new appointees contain 


some reference to previous war serv- 
ice. The possibility of the mobilization 
of reserves was considered newsworthy 
in one of the press releases recently re- 
ceived. It told about the establishment 
of a new office and, in reviewing the 
career of the man to head it, gave his 
military reserve rank, organization and 
specific assignment in case of total 
mobilization. 


Life and W. C. 


In assessing the potential liability 
under war conditions they would face 
with workmen’s compensation coverage, 
the casualty companies point out that 
there is one difference between life in- 
surance and compensation insurance in 
this connection. If a nuclear or other 
new type weapon caused catastrophic 
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loss of life and injury in a large war 
plant, the commitments of life com- 
panies would be fortuitous, whereas 
losses to casualty insurers would not be 
—they would know in advance their 
heavy potential liability, and it would 
probably be enough to bankrupt them. 

Some forms of property insurance 
have a modern war exclusion clause 
written in already, and the clause is 
being promulgated for some of the other 
forms of property insurance. The busi- 
ness has not yet determined what can 
be done with respect to the workmen’s 
compensation risk in case of serious 
war. 





Pep Rallies for Pretty Pickets 


Put pretty girls on the picket line 
and you'll attract attention, regardless 
of the issues of the strike. This could 
be an inference from the newspaper ac- 
counts in two leading Milwaukee news- 
papers about the strike by office workers 
against Old Line Life which has been 
going on for more than a month. Both 
the “Journal” and the “Sentinel” sent 
reporters to the picket line and these re- 
porters were very much impressed with 
the beauty of the young gals walking 
back and forth. One newspaper man 
characterizes one particular picket as 
having the “appearance of a young bal- 
let dancer ready to practice her daily 
routine.” He goes on to describe a few 
more blondes and brunettes clad in vari- 
ous varieties of form-fitting attire. 

It’s not until considerably lower in 
the story that one finds out that the 
“ballet dancer” is one of 58 girls who 
with seven men are on strike against the 
company and that they are members of 
the Independent Insurance Employes 
Union. After further description of the 
“picniclike” atmosphere which pervades 
strike headquarters and further com- 
ment on how these “pretty well dressed 
and well brought up pickets” sing pep 
songs and make the whole affair seem 
like a football pep rally, one is told 
that the strikers want a 10% increase in 
their wages and a union shop. They 
claim their average salary now is $28 a 
week. 

All this may give some ideas to labor 
union leaders who would like to make 
their picket lines more like pep rallies. 


DEATHS 


EDWARD ATCHLEY, 72, 1st vice- 
president of First National Life, died 
at Foundation Hospital in New Orleans, 
after an illness of several months. 


FREDERICK S. BYNON, 79, for 17 
years attorney for the Oregon depart- 
ment, died at Salem after a short ill- 
ness. 

FERNLEY A. TATUM died at 
Portland, Ore. For 16 years he was 
assistant manager of Equitable Society 
and manager of Manufacturers’ Life. 
In 1941 he became general agent for 
Pacific Mutual Life from which he re- 
tired about a year ago. He was an ex- 
president of the & H. insurance 
group at Portland. 

A. CARLTON McKENNEY, retired 
Ist vice-president of Life of Virginia, 
died at 76 at his home in Richmond. 
Mr. McKenney had started with the 
company in 1904 as a bookkeeper, be- 
coming secretary to the president two 
years later, and secretary of the com- 
pany in 1915. He became a director 
in 1917, vice-president in 1925 and 1st 
vice-president in 1931. He had retired 
in 1943, but continued as a director and 
a member of the executive and invest- 
ment committees. 

WILLIAM L. RAWLINGS, 51, for- 
merly vice-president of Educators Mu- 
tual Life, died at Fort Worth, Tex. 

ROY G. NOWLIN, 52, former manager 
at Lansing, Mich., for Dominion Life, 
died at Toronto, Ont., from a heart at- 
tack. He had lived at Coral Gables, 
Fla., since his retirement in 1945 due to 
ill health. 

EARL L. HINEMAN, 55, assistant man- 
ager of Metropolitan Life at_ Lansing, 
Mich., for a number of years, died there 
after a brief illness. 











St. Louis Leads in 
Gain of Life Sales 


St. Louis led among the large cities 
in gain of ordinary life insurance sales 
during the first six months of the year, 
according to Life Insurance Agency 
Management Assn. St. Louis registered 
an 11% gain with New York and Phila- 
delphia each registering 9% gains. 

During June, Cleveland led in rate 
of increase with an ordinary gain of 23%, 
while Philadelphia followed with a 17% 
rise. ‘ 

New Mexico led the states during the 
first six months with an increase of 26%, 
while Arizona business was up 24% over 
the corresponding period of last year. 

Delaware showed the greatest rate of 
increase in ordinary sales in June with 
a 38% gain, while Arizona registered 


28% increase and Florida a 24% gain. 
Following are the large cities with 
the figures determined by L.I.A.M.A. 
The first percentage figure represents the 
June increase over 1949 and the second 
percentage figure represents the increase 
for the first six months: Boston 12%, 
4%; Chicago 7%, 1%; Cleveland 23%, 
1%: Detroit 7%, 8%; Los Angeles 9%, 
6%: New York City 14%, 9%; Phila- 
delphia 17%, 9%; St. Louis —3%, 11%. 


New Midwest Home Office 


Midwest Life plans to build a new 
home office at Lincoln, Neb., across the 
street from the state capitol. Request 
for a zoning change to permit construc- 
tion has been filed. Tentative plans call 
for two stories above ground and a 
basement. 

American families purchased $23,600,- 


000,000 new life insurance in 1949—as 
much as they owned in 1916. 
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Connecticut General writes substandard up 
to 500% mortality rating, and large 
amounts are issued even at the highest 
ratings. Extra premiums have recently been 


substantially lowered. 
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Connecticut 


General 


LIFE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 





Connecticut General has recently extended 
substandard limits to cover ages 61 to 65 — 
up to 250% rating and up to 25 thousand or 
50 thousand depending on rating. 


Substandard term insurance is issued 
by Connecticut General up to 200% 
rating, with maximum limits as high 
as for permanent plans. 


— 
age 


Without cost to you this kind of help is available through the Extra Man 


BETTER SERVICE 
THROUGH BETTER MEN 


THE EXTRA MAN TYPIFIES 


CAN SECURE FROM YOUR 
CONNECTICUT GENERAL OFFIGE 


















































he will assume supervision of agency 
department operations. 

Mr. Clapp will succeed Samuel J. 
Johnson, who retires in December 
after 47 years of service. The election 
becomes effective on Jan. 1 and takes 
place now in order to simplify problems 
in connection with the printing of con- 
tracts and other forms which contain 
a facsimile of the secretary’s signature. 

In addition to serving as corporate 
secretary, Mr. Clapp will have, among 
other duties, administrative responsi- 
bilities in connection with tax problems, 
He has been an assistant secretary of 


Mass. Mutual Elects 


Schaaff Agency V.-P. 
and Clapp Secretary 


Charles H. Schaaff, general agent at 
Rochester, N. Y., has been elected 
agency vice-president of Massachusetts 
Mutual Life. Harrison B. Clapp has 
been elected secretary. 

Mr. Schaaff will go to the home of- 
fice Oct. 1 where, under the direction 
of Vice-president Chester O. Fischer, 





NEW ADDITIONS 


to the reasons why ANICO field men 
keep out in front in earnings. 





....2 New Convertible Endowments 


























....Life Paid up at 65 with Family 
Income to 65 


....-Premium Refund Rider 


These new additions to the Anico Line of 
policies are unusual in their benefits — but 
adding them is NOT unusual. Anico Repre- 
sentatives can always be sure they will have 
the most modern and effective policies in 
their sales kit. Anico keeps pace with pro- 
tection needs. 





| 
“You Can Grow with Anico” | 
| 
| 













Anico Representa- 
tives are ANICO’s 
@ best advertisements. 


They know they 
have a eontract sec- 
ond to none. 


They know their 


policies are leaders ® 
in value. 
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| attorney 
| associate general counsel last April. 


Mr. Schaaff started in life insurance 
in 1931 in the Massachusetts Mutual 
agency at Rochester. In 1935 he was 
appointed assistant to the general agent. 
In 1937, he was named general agent 





Cc. H. Schaaft 


H. B. Clapp 


at Syracuse, and in 1941, he returned 
to Rochester as general agent. 

Mr. Schaaff has been a member of 
the Million Dollar Round Table since 
1944 and is a past president of Massa- 
chusetts Mutual General Agents Assn. 
He became a C.L.U. in 1941. In Roch- 
ester, be has held offices in the agents’ 
association, the general agents and man- 
agers association, and the C.L.U. 

Mr. Clapp has worked in the policy, 
mathematical, and claim departments of 
the company before entering the law 
department in 1936. 

Last year he prepared a paper for the 
Insurance Section of the American Bar 
Assn. on “Life Insurance and Estate 
Planning,” which was’ reprinted in the 
magazine “Taxes.” This fall he is sched- 
uled to participate in a discussion of 


life insurance taxes before the New 
York University institute of federal 
taxation. 


National Life of Vt. Makes 
4 Promotions in Legal Dept. 


Walter G. Nelson, Jr., has been 
elected general counsel of National Life 
of Vermont, succeeding Deane C. Davis 


| who was elected president last April. 





David F. Hoxie 


W. G. Nelson, Jr. 


David F. Hoxie was elected associate 
general counsel, Peter Giuliani, assistant 


| counsel and James S. Brock, attorney. 


Mr. Nelson joined National Life’s 
legal department in 1941 and was elected 
attorney in 1942. Mr. Nelson was ap- 
pointed acting general counsel last 
April. 

Mr. Hoxie joined National Life’s legal 
department in 1938 and was elected an 
in 1942. He was appointed 


Mr. Giuliani has been with the com- 
pany’s legal department on a part-time 
basis since 1935 and on full-time since 








LEADS THE WAY 







In ACCIDENT 
and HEALTH 
PROTECTION 







INCOME DURING DISABILITY 
%& World-wide protection and full 
coverage for both accident and 
sickness regardless of other insur- 
ance owned. 

%& Income for hospital and 
nurse’s expenses to $750.00 a 
month—plus surgery benefits. 
¥ Life-time accident benefits and 
full monthly income for both con- 
fining and non-confining illness. 














Represented only by full-time fieldmen 
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the company since 1949 and previously 1937. He was elected an attorney in 
AMONG COMPANY MEN was an attorney in the law department, 1945. . 
where he specialized in tax matters. Mr. Brock, former judge of Mont. 


pelier municipal court, joined the com. 
pany’s legal staff June 1. 


Keenleyside Is Prudential 
Canadian Medical Officer 


Dr. Edward A. Keenleyside will be 
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medical officer of the new Canadian y the 39 | 
head office of Pru- g volunta 
dential. Dr. Keen- wows incu 
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ical department of The ana 
Connecticut Gen- roezinger, 
eral, the last three pmey, sho 
as associate med- y private 
ical director. hore than 

Following a brief id the st 


term on the faculty 
of the University 
of Michigan med- 
ical school, and ad- 
ditional studies at 
the University of 
Toronto on a research fellowship, he 
went to Toronto general hospital a 
resident physician. A year later Dr, 
Keenleyside joined Connecticut General, 
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Equitable Names Levesque 


Equitable Society has named Paul J. 
Levesque, previously cashier at Mont. 
real, divisional group manager there, 
He will direct sales and service opera- 
tions in Quebec and Ontario from 
headquarters in Montreal. 

The company has had group insured 
in Canada for some time but saleswise 
it has been dormant. Its present group 
patrons there are mostly subsidiaries of 
American companies. 

Mr. Levesque is a Canadian who 
joined the company at Montreal in 1916. 
In 1922 he became cashier and in 1941 
was named Canadian representative. 
James E. Downing, assistant cashier at 
Montreal, has been named cashier co- 
incident with Mr. Levesque’s promo- 
tion. 








Home Life Promotes Ross 


Home Life of New York has appoint- 
ed William H. Ross agency field as- 
sistant. He had been assistant manager 
of the company’s agency at Chicago. | 

A veteran of 12 years in the life busi- 
ness, Mr. Ross joined Home Life origi- 
nally as an agent at Washington, D.C. 
Later he joined the Chicago agency and 
last year was appointed assistant man- 
ager there. 


U. S. Life Ups Monckton 


United States Life has appointed 
W. J. Monckton assistant controller. 
He joined the company in 1948 as man- 
ager of the planning and methods de- 
partment subsequently becoming admin- 
istrative assistant to the vice-president 
and secretary. He formerly was with 
Bristol-Myers and prior to that with 
the investment organization of Calvin 
Bullock. 

Miss Rose Brown has been named 
administrative assistant to the executive 
vice-president, Miss Alvira Serdock ad-] 
ministrative assistant, has become man- 
ager of the underwriting division, am 
Miss Mary Rennie is now head of the] 
issue department. 
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Equitable Promotes Two 


Equitable Society has promoted Le 
land D. Jenkins to assistant superintend 
ent of policy claims, where he will direct \ 
that division’s field organization. He Mer a siz 
joined the company as a claim_man a eetal Ins 
Boston and has served since at St. Paulpller. The 1 
Atlanta and Cleveland. He is a navyg’ Married 
veteran. & While tl 

Albert J. Schmitz has been named $24 milli 
consultant in the special services divi F'™t it is 
sion at the home office. He has been unt will t 
stationed at Kansas City. He joined the 
company at Nashville in 1939 and served 
at Dayton and Cincinnati before his 
transfer to Kansas City in 1940. He re 
turned there after naval service. 
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orney in the event of death before the contract Life Underwriters Assn., discussed 
matures, the policy provides for pay- agency management problems. 
14 Moms ment of either the face amount or the 
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ng voluntary UCD plans in that state 
hows incurred losses were more than 
k% of premiums earned and that the 
et profit for all companies on 1949 
siness Was 5.45%. 
The analysis, made by Leland B. 
roezinger, San Francisco insurance at- 
pmey, Shows total premiums received 
y private companies were slightly 
hore than $25,400,000 and that they 
jid the state over $1,100,000 in taxes, 
tenses, QOvernment charges and fees. 
welve of the 39 companies showed a 
ss for the year, Mr. Groezinger 
inted out. 
“Due to the addition of the $8 daily 
pspital benefit amendment by the 1949 
alifornia legislature, which became ef- 
ctive Jan. 1, 1950, and which involved 
9 additional premium, it can be ex- 
ected that total benefits paid in 1950 
il be considerably higher than in 
by9,", Mr. Groezinger said. “Conse- 
ently the loss ratio will be consider- 
bly higher and’ profits will be less in 
bi0.”, In support of this prediction, 
pointed out that the state disability 
ind, which pays benefits lower than 
fe voluntary plans, is now paying 
enefits running from 113% to 128% 
jf those for comparable months in 1949. 
e feels that the claims experience of 
te voluntary plans will be parallel to 
hat of the state. 
More than 33,300 voluntary plans 
ave been approved by the state de- 
brtment of employment. Estimated 
mber of employes they cover is 1,- 
Ni.749 and wages paid these employes 
e believed to be more than 50% of 
e total paid in covered employment 
California. 
California law, in providing that pri- 
ate Companies may write UCD, stipu- 
tes that benefits offered under private 
lans must always be more liberal than 
ose afforded by the state plan. Mr. 
roezinger feels that these extra bene- 
s, plus the private companies’ reputa- 
on for faster claims service, account 
br the increasing popularity of volun- 
ty plans among California workers. 





|. Y. Blue Cross Extends 
over to Polio Victims 


Hospitalization benefits covering poli- 
iyelitis have been added to the bene- 
s of Associated Hospital Service, the 
ew York Blue Cross plan. Although 
fe contracts do not cover communi- 
ple diseases requiring isolation and 
larantine, an exception will be made 
the case of polio to provide for the 
ual acute phase of the disease. 

When members are hospitalized for 
fe initial acute stage of polio full ben- 
ts will be paid for 21 days plus dis- 
bunt benefits for nine additional days. 
post-polio surgery should be required 
ther benefits will be provided beyond 
fe 30-day period. 


.C. Plan Still in Red 


Despite the fact that premium col- 
tions are well ahead of a year ago, 
¢ British Columbia government’s 
bspital insurance plan is still operating 
Mer a sizable deficit, according to 
ospital Insurance Commissioner Det- 
iller. The premium rate now is $2.75 
married persons and $1.75 for sin- 
t. While the government has budget- 
i $214 million to help meet this year’s 
cit, it is doubtful whether the 
mount will be sufficient. 





Miers Catastrophe Contract 


To meet exceptional cases—the pro- 
ged hospital confinements caused by 


available to men and women 15-65 and 
dependent children three months to 18 
years. It may be issued with any com- 
bination A. & H. or hospital expense 
plan except guaranteed renewable. 


POLICIES 


General American Life 
Revises Dividend Scale 


General American Life has introduced 
a new dividend scale effective July 1 for 
policies issued at premium rates now in 
effect. For policies issued at premium 
rates previously in effect the dividend 
schedule has been frozen for one year 
and the dividend will be the same 
amount in dollars and cents as was paid 
last year. The rate of interest payable 
on dividend deposits and funds left with 
the company under settlement options 
will be 3%, or the guaranteed rate if 
higher. 


Offer New event Plan 


State Life of Indiana has introduced 
a juvenile participating 20 payment en- 
downment at age 65 contract. IlJlustra- 
tive annual premiums per $1,000 are: 
age 0, $25.46; age 5, $26.02; age 9, $27.72. 
An additional premium will provide for 
waiver of premiums in event of disabil- 
ity or death of the applicant. 














New Pacific National Policy 


Pacific National Life has brought out 
retirement life income at age 55, 60 and 
65, guaranteed insured investment poli- 
cies. The policy provides for a monthly 
life income, 120 months certain, of $10 
for each $1,000 face amount for males, 
with a smaller income for females. In 


An Unusually 
Complete Line of 
juvenile Policies 


plue 


substandard Service 


plus 


Disability Income 
plus - 


Health and Accident 


in Combination 
with Life 
plus 
9 Plans 


Merchandisin 
that “Click” 
ip 
Lifetime 

Compensation 


able on dividend accumulations and non- 
withdrawable policy proceeds is 3%%; 
withdrawable policy proceeds, 3%. 


MANAGERS 


Buffalo Managers Elect 
J. B. Ruwoldt President 


Joseph B. Ruwoldt, Columbian Na- 
tional Life, has been elected president 
of Buffalo Life Managers Assn., suc- 
ceeding Charles C. Browning, New 
York Life. 

Vice-president is William L. Wads- 
worth, New England Mutual; secre- 
tary, Allan W. Carpenter, Penn Mutual, 
and treasurer, George H. Johnston, 
Continental Assurance (reelected). 

Allen O’Donnell was general chair- 
man and President Browning acted as 
toastmaster at the dinner. 


Farewell for Gilbert Ball 


San Francisco general agents and 
managers gave a farewell party July 21 
for Gilbert Ball, who will retire as man- 
ager there of California-Western States 
Life at the end of this month, and re- 
turn to his native New Zealand, where 
he plans to remain. 


Install Amarillo Officers 


Amarillo (Tex.) Life Managers & 
General Agents Club installed new offi-- 
cers headed by Mel Kruse, Great Na- 
tional Life, as president. He succeeds 
Joe Nall, State Reserve. Herman Ford, 
Southland Life, is vice-president, and 
Norman C. Long, Pan-American, sec- 
retary. L. Roy Cloninger, Jefferson 
Standard, was installing officer. 

Kenneth D. Moore, Great 
Life, Lubbock, president of 

















National 
Lubbock 


conference at Port Huron, Mich., for 
wives and agency members who quali- 
fied. The agency, which in its fourth 
year has set a goal of $10 million of 
ordinary volume, chose the theme, “Just 
Imagine.” 





Youngman Leads at Midyear 


The Arthur V. Youngman agency in 
New York City led all Mutual Benefit 
Life agencies for the first six months 
with new paid-for business of over $5 
million, a gain of 10% over the period 
a year ago. Agency leaders were Row- 
land F. Mellor in volume and J. Wesley 
Tillou in lives. 


Vogel Agency Is Leader 


The William S. Vogel agency for Co- 
lumbian National Life at Newark led all 
other company agencies in paid business 
the first half of 1950. The agency made 
a 24% gain in new business for the first 
six months. Abe S. Berliner and Stuart 
Szerlip were the leaders of the agency. 
The achievements were celebrated at a 
dinner at which Mr. Vogel was host to 
36 agents and brokers. 


M.D.R.T. Members Honored 


Six associates of Willard L. Momsen, 
general agent of Northwestern Mutual 
Life at Milwaukee, who are members otf 
the 1950 Million Dollar Round Table, 
were guests of Mr. Momsen at a dinner. 
They are Westley Tuttle, member for 
the eighth time; Tyer Sawyer and $ 
Schwahn, seventh; Warren E. Clark, 
sixth; William C. Hewitt and Stephen 
L. Klarer, third. 








National Life & Accident is construct- 
ing an office building at Wichita for the 
southern Kansas general agency headed 
by Manager L. D. Carter. 


Check tive 


FEATURES ABOUT 


OSLICO OPPORTUNITIES 


The two new Juvenile plans currently 


being added give Oslico underwriters 


an unusually complete line of policies 


for Juniors. 
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LIFE AGENCY CHANGES 


Moines. 


Mr. McCray joined Mutual Benefit at land, Mich. Mr. Haight’s headquarte 
Springfield, Ill., in 1945 after four years will be in the Smith building at Fra 





J Davenport, and Howard E. Dahlberg, 

Agency Setup in Iowa associate general agent there, will be- 
come general agents for the state, oper- 1948 he was named general agent. z i 
Before joining Mr. McCray at Daven- Mutual Birmingham Ager 
port early this year, Mr. Dahlberg was 


Mutual Benefit Life is reorganizing its 


agency setup in Iowa. Harold E. Mc- 4ting as partners. Their headquarters 
Comb, general agent at Des Moines, has Will be at the present address of the Des 


returned to Sioux City, where he repre- Moines agency, 512 Liberty building. in life insurance at Moline, Ill. 


sented the company for many years. He The Davenport office will be maintained 





will be in charge of the Sioux City office, but premium collections and routine Form New Lincoln Natl. 








Own general insurance agency at Hy 


A 


. in the navy. Before the war he had 11 port. Interstate specializes in hospitaj c 
Mutual Benefit Changes Paul B. McCray, general agent at years of life insurance experience at zation and also writes life and A. &} Okla. © 
Springfield. Early in 1946 Mr. McCray 


was made manager at Davenport, and in Welch Heads New Conn. 
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Connecticut Mutual Life has open 
an agency at Birmingham with Stews 
H. Welch, Jr., as 
general agent. This 










as associate general agent. service will be centralized at Des Agency at Oakland, Cal is its 81st general —_— 
, agency. ice-presic 

SA SN SOOO Lou K. Newfield and William C. Mr. Welch, a cy: 
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EASTERN LIFE INSURANCE COMPANY 


OF NEW YORK 
LOUIS LIPSKY, 386 FOURTH AVENUE HARRY YARIN, 
President NEW YORK 16, N.Y. _ V. P. and Secretary 


Issues $10.00 Monthly Income Disability Benefits 
per $1,000.00 of Insurance up to $150.00 a month. 


One and Five Year Renewable Term, Ten Year Term and Term Expect- 
ancy; Mortgage Protection Insurance; Family Income Riders; Juvenile 
Insurance; Insurance with Annuity; Life Premium Reduced One-half 
After Twenty Years; Limited Payment and Endowment Contracts; Also 
Sub-Standard Policies Issued. 
General Agencies available in Upstate New York, New Jersey, 
Delaware and the District of Columbia 


For further information write to 


MURRAY APRIL, Director of Agencies 


—— “A Company with a Friendly Atmosphere” a 

















Ulrich have formed the Newfield-Ulrich 
agency at Oakland, Cal., for Lincoln 
National Life. Mr. Newfield has been 


Lou K. Newfield Ww. C. Ulrich 


general agent at Oakland for the past 13 
years; Mr. Ulrich, general agent at 
Madison, Wis., since 1943. 

Under Mr. Ulrich’s management, the 
Madison office grew from two agents in 
1943 to its present number of 29 who 
produced more than $5 million in 1949. 

Mr. Newfield has headed the Oakland 
agency since 1937. He is a past presi- 
dent of the Oakland-East Bay Life Un- 
derwriters Assn. 

The Newfield-Ulrich agency will oc- 
cupy new offices Aug. 1 in the Jules 
building at 364 Fourteenth street. 





Hancock Makes 4 Changes 


Four changes in the district agency 
organization have been announced by 
John Hancock. Lloyd P. Stevens, at 
present regional supervisor in the 
greater New York territory, will hold 
the same title in the upper New York 
state territory. Taking his place in the 
greater New York tterritory will be 
Joseph J. Iannoli, now district manager 
at Houston. New manager of the 
Houston office will be Robert H. Wyly, 
now regional supervisor in the south- 
western territory. James A. McKinney, 
at present assistant manager of the San 
Antonio district office, will be regional 
supervisor in the southwestern territory. 





Life of Georgia Names 3 


Life of Georgia appointed Wysong 
Cox, assistant division manager at Flor- 
ence, S. C., as district manager at Jack- 
son, Tenn.; G. W. Brown, assistant dis- 
trict manager at Marietta, Ga., district 
manager at Cedartown, Ga.; H. A. 
Johnsey, district manager at Cedartown, 
Ga., district manager at Marietta, Ga. 

Mr. Cox succeeds David H. Phelan 
at Jackson. Mr. Phelan, who has been 
with the company since 1931, is taking 
an extended leave of absence because of 
illness. Mr. Cox has been with Life 
of Georgia since 1934. Mr. Brown joined 
the company in 1939 as an agent at 
Marietta. Mr. Johnsey joined the com- 
pany at Atlanta in 1935. 


Opens Springfield Branch 


American Hospital & Life has opened 
a branch office at Springfield, Ill., with 
Robert H. Toombs, formerly with New 
York Life, as manager. 








Interstate Reserve Hires Haight 


Interstate Reserve Life of Chicago 
has hired Russell S. Haight, former 
vice-president of Bankers Mutual Life 
of Freeport, as Illinois state manager. 
Mr. Haight formerly was in charge of 
the agency organization for Bankers 
Mutual. For some years he ran his 
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was with Protec- 
tive Life. He is a 
former director of 
Birmingham Life 
Underwriters Assn. 
The new agency 

offices are in the Brown-Marx building 
country f 


Barber Joins Continental faced by 


James A. Barber, Jr., has been app the Jo 
pointed supervisor in the Chicagghan $500, 
branch of Continental Assurance. 
will be in charge of hiring and traini 
men for the agency’s new full-time o 
ganization. Heretofore the agencyg Joseph 
business was mostly brokerage. orwich, Vv 

Mr. Barber, an army veteran, was {gern Conr 
14 years with Metropolitan, leaving thgissn. at a 
company as assistant manager of tog at Nev 
Kenwood district in ‘Chicago to jog Vice-pre: 
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Continental. Prior to his service wijgNew Lond 
Metropolitan, he was a salesman wigopolitan, 
Carson, Pirie, Scott & Co. ardin, Jo 


ional com 
North American Life Shifts P""'*. 
H. P. Staples has been appointed maidge, also 
ager at Port Arthur, Ont., by Nori 
American Life of Canada. He succeei 
C. E. Dowling who has been distri iley s 
manager there for 24 years and who Ceattle [I 
retiring on pension but will remain wilted Fre 
the company. | president; | 
Mr. Staples joined the company 
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E. McIlroy has been appointed assistat 
manager at Edmonton. He went will paris, K: 
the company in 1945. He joined tiPalby, pres 
Edmonton agency at the beginning dresident; 


this year. forgan of 
ion as it a 


e surance.” 
Elmer W. Snyder Retires f quincy, 
Elmer W. Snyder will retire as Clevgrere Charle 
land general agent of Massachusetgpresident; 
Mutual Sept. 30. Sestitns 
He went to Cleveland from his homtiquitable 1 
town of Selingsgrove, Pa., in 1902 diarry Haut 
an agent. He was appointed Clevelaiffional comm 
general agent by Massachusetts Mutu Lexington 
in 1903. idelity Mut 
Mr. Snyder is past president of Masspers at a 3 
chusetts Mutual General Agents Asselling Life 
and Cleveland Life Underwriters Ass Cedar Ray 


<cciicaa Heidel, 
Praetz to Detroit Post 


resident; K 
alifornia, 
Rudolph C. Praetz, who has been cage 
the home office of Equitable Societe swell Hr 
has been promoted to assistant dim utual, nati 
sional group manager at Detroit i ile 
nl i em Charleston 
enlargement of the Detroit group o mri 
Villiam A. 
acob Cohen, 


Carter Succeeds Mammel 
gional vic 


Clayton Mammel, home office geteliesoner, nz 
agent of Farmers & Bankers at Witonal qualit 
ita for many years and Million Dolight membe 
Round Table member, has retired 
general agent to devote his entire ti 
to personal production. John M. 
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ter, supervisor under Mr. Mammel, i pay Ls 
been named general agent. ral agent in 
" : | 

Bankers National Life has appoint goat 
Ernest A. Matson associate gent b New Bed 
agent of the Irving Victoroff agency brmerly dis: 
Jersey City. He has been in the Difiscurance a 
ness 30 years, starting as a cashier. HR, is secret 
spent four years in the air force, /nderwriters 


has been a C.L.U. since 1936. 
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ASSOCIATIONS 


Okla. State Assn. Holds 
eeting of Local Officers 


| 

oan. A leadership training meeting of 
Ager nklahoma Assn. of Life Underwriters 
as attended by executives of all local 
ssociations in the state. Speakers in- 
yded Albert B. Irwin, national com- 
mitteeman, and the following from the 
(klahoma City association: Se ete 
ulky, president; Miss Pearle Easley, 
ce-president; G. Scaling Corbyn, sec- 
tary ; Stagg, L.U.T.C. chair- 
nan, and Thomas Thach, program 
hairman. 


artford Rewards Walsh 


Francis W. Walsh, John Hancock, 
artford, has won a scholarship given 

the Hartford Life Underwriters 
sn. to the summer school in business 
Insurance and advanced underwriting at 
Iniversity of Connecticut. He is the 
rst recipient of the scholarship award, 
hich will be granted annually in the 





nas Openg 
ith Stewa, 


Welch, Jr, 


«ya: Muture. , 
x building Mir. Walsh stood first in the entire 


ountry for production of ordinary 
ntal placed by the combination department 
- been api the John Hancock. He sold more 
‘a Mhan $500,000 of ordinary in 1949. 





id trainggstern Conn. Assn. Elects 


Joseph H. Richard, John Hancock, 
‘orwich, was elected president of East- 
in, was fqn Connecticut Life Underwriters 
ssn. at an executive committee meet- 
er of tigng at New London. f 
oO to joi Vice-presidents are John P. Janovic, 
| Kew London, and William Keck, Met- 
sman wipopolitan, Norwich; secretary, Andre 
ardin, John Hancock, Norwich; na- 
ional committeeman, Frank Crowell, 
yorwich. 
Mr. Richard succeeds Leonard Part- 
idge, also of Norwich. 













iley Seattle President 


who % Seattle Life Underwriters Assn. has 
main WiRlected Fred B. Wiley, Occidental Life, 
resident; Hubert M. McLellan, Metro- 
mpany Molitan, vice president; Robert K. Rolfs- 
ecame aHess Pacific Mutual, secretary, and Tom 




















, Alta. G . Logan, New York Life, treasurer. 
d assistat 

went will paris, Ky.—New officers are W. C. 
joined talby, president; H. G. Swinford, vice- 





resident; E. G. Weber, State Farm 
organ of Lexington spoke on “Taxa- 
ion as it affects the beneficiary of life 
Msurance.” 


Zinning 4 











tires Quincy, Ill—New officers’ installed 
> as Clewwere Charles Parker, National L. & A., 
ssachusetqpresident; E. G. Weber, State Farm 





ife, vice-president; Kenneth Garver, 
etropolitan, secretary; John R. Hunter, 
quitable Life of Iowa, treasurer, and 
Harry Hauter, Northwestern Mutual, na- 
ional committeeman. 
Lexington, Ky.—Richard W. Campbell, 
idelity Mutual Life, addressed 80 mem- 
ers at a meeting on “Ideas Used in 
onts Assmmelling Life Insurance.” 
ters Assg Cedar Rapids, Ia.—Elected were John 
B. Heidel, National Life of Vermont, 
resident; Ken P. Quinn, Occidental of 
alifornia, vice-president; Robert J. 
hiel Aetna Life, treasurer; Frank W.. 
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a bea Btambes, Pacific Mutual, secretary, and 

€ soci@oswell H. Pickford, Jr., Northwestern 

tant in utual, national committeeman. 

oa off Charleston, S. C.—Officers installed were 
orace G. Dent, Atlantic Life, president; 
Villiam A. Bouknight, vice-president; 

amel lacob Cohen, secretary; W. Henry Beck, 





gional vice-president, and Arthur G. 






















ce gene@liesener, national committeeman. Na- 
at Wi onal quality awards were presented to 
ion Doll@ight members. 

retired 

ntire ti ' e 

. M. Cépmith Columbian Natl. G.A. 


mmel, hi 






Paul L. Smith has been named gen- 
ral agent in New Bedford, Mass., by 
dlumbian National Life. 

Mr. Smith has been in the business 
h New Bedford since 1938. He was 





appoint 
e gene 







aca brmerly district agent for Continental 
the bu ssurance and Washington National. 
— ‘Be is secretary of New Bedford Life 





inderwriters Assn. 
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A Star Is Born Atop 
Mutual Life Building 


A three-dimensional- illuminated 
weather star, to be built atop the 25- 
story Mutual Life building at Broadway 
and 55th street, will provide residents 
and visitors over a wide area of metro- 
politan New York with quick, visual 
and up-to-date information about ex- 
pected weather conditions. 

Based on hourly reports from U. S. 
Weather Bureau, the star, by changing 
color, will relay the bureau’s forecasts 
of weather and temperature for the 
metropolitan area for the ensuing 12 
hours. A numerical “jump” clock at 
the base will report the time of day. 

The aerial display will use a total of 
4,200 lamps and 3,500 feet of neon tub- 
ing. The star is expected to be fully 
erected and put in operation by the 
end of August. It will be at the top of 
a 150-foot steel tower, will contain 300 
lamps and will be 10 feet broad and 
weigh half a ton. A steady orange sig- 
nal will forecast clear weather. Steady 
green will predict cloudy conditions. 
Flashing green will warn that rain is 
expected. 

At the base of the display, “jump” 
clocks with numerals seven and a half 
feet high, will be located on the four 
sides of the building. The numerals 
will be lighted by 2,500 lamps. 


Five New Members Bring 
L.LA.M.A. Total to 211 


With the recent election of five new 
companies to membership, Life Insur- 
ance Agency Management Assn. now 
has 211 member companies in the 
United States, Canada and foreign 
countries. 

New companies elected are: Consti- 
tution Life, Los Angeles; Imperial Life, 
Asheville, N. C.; Iowa Life, Des 
Moines; Les Prevoyants du Canada, 
Quebec, and United American Life, 
Denver. 

An all-time high in membership, the 
total is made up of 170 companies with 
home offices in this country and 27 
Canadian companies. The 14 associate 
member companies are located in Ar- 
gentina, Belgium, Brazil, Denmark, 
Hawaii, India, Mexico, South Africa, 
and Sweden. 


DBL Claims Forms 


The New York state workmen’s 
compensation board has released forms 
DB 470 and DB 471, which are the 
preliminary and final claim papers for 
reimbursements of benefits paid under 
New York DBL. They are used when 
there is disagreement between carriers 
on whether the workmen’s compensa- 
tion or disability benefits carrier should 
pay the claim. 


RECORDS 


National Life of Vermont sold more 
insurance last month than in any June 
in the company’s history. The field force 
sold $11,513,035 of insurance last month 
compared to $8,432,646 for June, 1949. 
Sales for the first six months total 
$56,378,745, compared to $50,781,922 last 
year. 

Equitable of Towa’s largest June paid 
production in history was recorded last 
month when its field force paid for $9,- 
755,819 of new business, gain of $1,302,- 
056 or 15.4% over the same month of 
1949. Life insurance in force increased 
by $28,538,323 the first six months and 
as of June 30 the inforce total was 
$1,067,355,094. 

Assets of Northwestern Mutual Life 
passed the $2% billion mark during the 
first six months of 1950, and the insur- 
ance in force of $6 billion on 1,394,645 
policies also reached a new high. Sales 
for the half year amounted to $212,665,- 
832, which was slightly ahead of last 
year. Included in the $2,505,225,000 of 
assets, were bonds of $1,900,000,000 and 
preferred stocks of $51,544,000. The 
mortgage loan account was increased to 
$363,467,000, and total real estate owned 
amounted to $44,200,000. Policy loans 
were $76,024,000, and cash $20,378,649. 

Breaking all previous June records, 
Massachusetts Mutual Life .sales last 
month amounted to $25,567,524. At the 

















half year mark, the company was sub- six months with sales of $7,835,126. Other 
stantially ahead of its cumulative par agencies in the first 10, in order of new 
roduction goal with total new business business, were: Los Angeles, Atlanta, 


p 
$144,539,098 


the Keane Agency of New York City, 


The New York City agency, headed by Peoria, the Jordan Agency of Chicago, 
Lawrence E. Simon led the field for the Springfield, Providence, and Cleveland. 
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Maybe You re Missing Something 
Do you have... 


LIFE - ACCIDENT - SICKNESS - HOSPITALIZATION 
ALL UNDER ONE CONTRACT 9 









at the advantages our new expansion program 
gives you for agency building 


AGENCY would have more combination Sales 
Opportunities with 
COMPLETE PROTECTION 


@ LIFE—ACCIDENT—SICKNESS 
@ HOSPITALIZATION—POLIO 


can attract Career Men with our New Finance Plan which 
gives adequate monthly income to new men. 


NEW AGENTS would attend a two weeks training 
school at the home office. 


AGENTS would have increased sales with our field tested 
new direct mail plan which really gets valuable results. 


If You Are Disturbed About Your Future 
Our Builders of Men Plan Will Help You 


ASK US HOW 


The Pragnresocue 
GUARANTEE MUTUAL 











LIFE COMPANY 


Omaha, Nebraska 
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Four basic policies plus optional extra benefits 


BROKERAGE BUSINESS INVITED 


ccEF PI 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 





NON-CAN 


Accident & Sickness 
COVERAGES 


CHATTANOOGA 
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| HAVE FOUND THAT... 


PAN-AMERICAN 
AGENTS 
GIVE THE BEST 


Suwier 


Pan-American Agents have a real desire to serve their clients. What's 





more . .. they’re armed with competitive merchandise, flexible 
underwriting, sales aids . . . all giving them a better chance at success. 
By careful selection and training of its representatives, Pan-American’s 
clients are served only by men and women thoroughly competent—trained 
to give intelligent insurance counsel. Their desire to serve is intensified 

by a plan for compensation which gives greater recognition to those who 
perform their work exceptionally well and render outstanding service. 


For Information Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 









CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice President 


KENNETH D. HAMER 
Vice President & Agency Director 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.AS 








LIFE OF GEORGIA....in 








Mississippi's Pride... 


is quickly evident to everyone who enjoys 
the hospitality of the Magnolia State .. . pride 
in her rich historical heritage and magnificent old man- 
sions . . . pride in present day achievements in industry 
and agriculture . . . especially pride in her self-reliant 
spirit. Naturally we are proud so many thousands of 
Mississippi families count on us for life insurance protec- 
tion to preserve their traditional independence. There 
are 265 LIFE OF GEORGIA men and women .. . Mississip- 
pians all...serving them. 











THE OLD RELIABLE + SINCE 1891 < 


WOuE OFFICE @ ATLANTA 





War Clauses Now Being Used 


(CONTINUED FROM PAGE 1) 





clause. The subcommittee may also 
recommend that all companies adopt 
the war clause it approves for the pro- 
tection of policyholders. 

Theoretically companies do not now 
need the approval of commissioners to 
insert war clauses but their wordage 
would be subject to insurance depart- 
ment blessing at the time of submission 
of policy forms. War clauses being 
used now were approved in all states 
during the war. 


Atomic Exclusion Clause 


Since the atomic bomb explosion a 
company committee has sought per- 
mission to use, when deemed necessary, 
a clause which would exclude coverage 
for deaths resulting from atomic bomb- 
ing of this country. To date there has 
been little talk of inserting exclusions 
relating to the civilian population. 

Underwriters say that the new busi- 
ness attributable to the Korean war has 
not been like the rush before the war 
but that it has been enough to warrant 
protective measures to curb anti-selec- 
tion. Underwriting restrictions are 
adopted principally to thwart the scare 
inspired term coverage buyer who could 
be insured only at the expense of regu- 
lar policyholders. 


List of Companies Growing 


The growing list of companies using 
war clauses of varying types now in- 
cludes Aetna Life, Connecticut General, 
Connecticut Mutual, Prudential, State 
Mutual, Jefferson Standard, John Han- 
cock, National Life of Vermont, New 
England Mutual, and undoubtedly many 
others. 

Numerous items have begun appear- 
ing in the daily papers about the war 
clause situation, which unquestionably 
has been a contributing factor to war 
clause business. For instance, an Asso- 
ciated Press dispatch from New York 
City had as its lead paragraph: “GI Joe 
and his civilian brothers started the big- 
gest rush in history to the life insurance 
agencies last week. Insurance home 
offices and agencies reported that un- 
precedented demand for life insurance 
with young men and those of lower mid- 
dle age doing most of the applying.” 

The article goes on to say that the 
rush is greater than immediately prior 
to the second world war and is the 
greatest such boom in history. The 
other wire services were busy with war 
clause stories and it seemed impossible 
that any man who even occasionally 
reads a newspaper could have failed to 
read at least one of them. 

The John Hancock move is typical of 
quite a few other companies. John Han- 
cock limits the amount and type of in- 
surance sold to members of the armed 
forces. The company will not sell more 
than $10,000 worth of new insurance to 
any member of the armed forces and 
refuses to sell military personnel pre- 
ferred risk full life, modified life, family 
income mortgage redemption and term 
plans. The company also refuses to sell 
military personnel insurance with cover- 
age calling for double indemnity or 
waiver of premium in event of disability. 


Trying to Avoid Alarm 


Companies are trying to protect pol- 
icyholders and themselves without stir- 
ing up public alarm by adding to war 
tension. 

At the Chicago N. A. I. C. meeting 
they will probably repeat the year-old 


request that the commissioners start 4 
legal machinery to enable them to, 
clude civilian deaths attributed to y; 
although there is no present feeling ¢, 
such clauses are now needed. Thy 
would like to have the clauses ready j 
use if it becomes necessary. 

In some states laws do not pem 
civilian exclusions even for armed & 
vice auxiliaries. Some permit exclusig 
applicable to auxiliaries but not to 
civilians. 

In other states laws permit sop 
travel exclusions for civilians. A ciyjj 
exclusion is permitted in some jurisg; 
tions during the incontestable per; 
where the incontestable clause is 
applicable to the military  exclus 
rider. 

The use of civilian war exclusjo; 
would probably be started only in 4 
event of actual attack on this count 
If so they would be necessary for y 
on the resulting flood of applicatiog 
from danger spots subject to bombiyj 
Civilian exclusions would not apply 
policies issued before such an atta 
That eventually has aspects of my 
broader insurance import than undy 
writing. 





No Payment for Excess 
Cover of Air Trip Policies, 
New York Court Decides 


The New York supreme court hj 
denied recovery of $15,000 of air th 
insurance policies purchased at an ai 
port vending machine in excess of 
$25,000 maximum coverage advertise 
The action reverses the decision of t 
supreme court of New York county, 

Harry L. Slater, who was killed ing 
airplane accident June 17 while flyn 
from Chicago to New York, obtain 
five consecutively numbered _polict 
from an automatic policy vending m 
chine of Associated Aviation, the insu 
ance being in Fidelity & Casualty, : 
named his wife as beneficiary. Immed 
































it was stated on the policies and int 
directions on the machine that $25) 
is the limit. The policy also provi 
that “if a like policy or policies, pr 
ously issued by the company to t 
insured be in force concurrently he 
with, making the aggregate indemmi 
in excess of $25,000, the excess ins 


was not the slightest ambiguity in 
provisions, and that Slater, even bel 
buying the policies was advised in cl 
and unmistakable language which 
peared on the outside face of the ve 
ing machine that the amount of inst 
ance to be purchased was not tod 
ceed $25,000. 

Fidelity & ‘Casualty had a seed 
defense alleging that the policies « 
tained a provision to the effect t 
they covered “one-way trip only mld 
a round trip airline ticket is origina 
purchased.” Slater had purchased a ® 
way ticket from New York to Chic# 
after buying his policies in New Y 
and then was killed on the return 
from Chicago. However, the court? 
not decide on this point in view o 
determination sustaining the first ! 
fense. 





for the man who can qualify. 


Chicago 4, Ill. 





EXCEPTIONAL OPPORTUNITY — 
AGENCY VICE-PRESIDENT 


A strong, recommended Far-Western Company desires to secure 
an experienced man for Agency Vice President. Salary, $15,000 


Address A-95, The National Underwriter, 175 W. Jackson Blvd. 
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Replacements 
Better Than 
Key Man Cover 


Capable replacements are preferred 
over insurance on the lives of key execu- 
tives by 80% of 229 manufacturing com- 
panies surveyed on this point by Na- 
tional Industrial ‘Conference Board. 
“Men can be replaced only by men” is 
the feeling prevailing in this group. 

Insurance on lives of company execu- 
tives, payable to the company as bene- 
ficiary, is considered unnecessary by 
eight of ten of these manufacturers. 
Many companies feel that insurance 
money, except in a few special cases, 
cannot really compensate them for the 
loss of a key man. These manufacturing 
companies believe the only protection 
against untimely loss of key men is to 
have adequately trained understudies 
who can take over when necessity arises. 

Approximately one company in five of 
those surveyed carries insurance on the 
lives of some executives to offset loss of 
services to the company. 

There as a marked variation in the 
policies of companies which insure 
against the loss of their executives. 
Some insure only the chairman or the 
president. Others insure key department 
heads. Coverage also ranges widely from 
$10,000 to $1 million. 


Amounts Carried 


Usually the amount of coverage is 
established by directors or top execu- 
tives and reflects their judgment as to 
the monetary value of officers covered. 

In only a few instances was a formula 
used to determine the size of the policy. 
In each case it was linked to salary. One 
company thought a sum of one to one 
and one-half times officer’s salary would 
be a fair way of arriving at size of 
policy. Another suggested two to three 


WANT ADS 


Rates—$12 per inch per insertion—! Inch mini- 
mum. Limi words per inch. Deadline Tues- 
day noon in Chicago office— 175 W. Jackson 
Bivd. Individuals ene ads are requested to 
make payment in advance. 


THE NATIONAL UNDERWRITER 











A large Fraternal Life Insurance 
Society will have available an 
excellent opportunity for a man 
between the ages of 35 and 50 as 
Field Manager. Attractive salary 
and commission. Man selected 
will be in complete charge of our 
field department. State previous 
insurance experience in detail, 
indicate present salary, age, edu- 
cational background and family 
status. All information held 
strictly confidential. Address Mr. 
Alan Brown, President, Woodmen 
of the World, 1447 Tremont 
Place, Denver 2, Colorado. 








Wanted 
EXPERIENCED ACTUARY 


Old established consulting office in Middle 
est, specializing in pension plans and related 


problems, has need for full time permanent 
qualified actuary. 
Opportunity for future interest in ownership 


through profit sharing for person who through 
ability and effort can produce results. 

Work requires technical actuarial knowledge 
rather than sales abi 

If interested, forward ‘complete personal his- 
tory, home address, and telephone number. 
Al” ‘replies will be kept strictly confidential. 


Box A-50 
NATIONAL "UN DERWRITER 





175 West Jackson Blvd., Chicago 4, Illinois 











times salary. A third carries insurance 
between two and five times annual sal- 
ary of officers covered. 

Some manufacturers say they do not 
ordinarily carry insurance on executives 
but do indemnify themselves against the 
loss of personnel under special circum- 
stances. A case in point is that of an 
automobile equipment manufacturer who 
is carrying a $100,000 policy on a key 
man during the development of a new 
process. 


Travel Restrictions 


Nearly a third of the companies sur- 
veyed limit the number of executives 
who may travel together. The limita- 
tions usually pertain to air travel. 

The remaining two-thirds of the 
manufacturers do not restrict executive 
group travel. One executive reasons that 
air travel fatalities on a million-mile 
basis are remarkably low and sees no 
reason for restricting use of this carrier. 
Some companies state their executives 
seldom have occasion to travel and then 
rarely to the same destination at the 
same time. Others see no unusual haz- 
ard in group traveling. 

Some companies encourage group 
travel, as the time spent by executives 
traveling together on the same train or 
plane provides an excellent opportunity 
for them to confer on problems under 
current consideration without telephone 
and visitor interruptions. 





Hold Maccabees Supreme 
Review Week of Aug. 28 


Maccabees will hold its quadrennial 
supreme review at Detroit the week of 


Aug. 28. 
The first contingent, from Calgary, 
Alta., will arrive Sunday afternoon, 


Aug. 26. They will be wearing cowboy 
costumes and expect to steal the show 
during the performance of drill teams 
Aug. 29, although they will have plenty 
of competition. 

The supreme tent review will open in 
the ballroom of Hotel Statler Aug. 30, 
with a banquet and dance that evening. 
It is expected there will be close to 1,000 
at the banquet. ‘Installation of officers 
and a memorial service will take place 
the evening of Aug. 31. 

The last supreme review held by 
Maccabees took place in 1946. Because 
of travel restrictions at that time, the 
number attending was smaller than in 
previous years. A much larger delega- 
tion is expected this year. 





Amalgamated Increases 


Amalgamated L. & H. Chicago, has 
increased weekly A. & H. benefits for 
males from $15 to $18, and for females 
from $10 to $15. The group insurance, 
of which this is part, applies to mem- 
bers of the Chicago joint board of the 
Amalgamated Clothing Workers who 
work for a contributing employer. 





Metropolitan Surveys Manpower 


Metropolitan Life is conducting a 
manpower survey of all male personnel 
including agents. In addition to infor- 
mation on previous military experience 
the questionnaire asks about member- 
ship in armed forces reserves and if so 
the name of the organization, rank, and 
degree of activity of the individual. 





National L. & A. has purchased a plot 
at 2428 Central Parkway in a suburban 
area where it will erect a one-story 
building for its Cincinnati office. Park- 
ing space will be provided for agents’ 
cars. 

Rudolf L. Leitman, of the Detroit 
office of New York Life, has been 
elected to his second term as president 
of the greater Detroit chapter of the 
United Cerebral Palsy Assn. of Michi- 
gan. 

F, L. Cooper, of the public relations 
department of New York Life, reports 
for active duty with a marine infantry 
unit at Camp LeJeune, N. C., Aug. 4. He 
has been a captain in the marine reserve 
since the end of the war and since that 
time has built up a wide acquaintance in 


the Life Advertisers Assn. where he 


was an active committeeman. 





Joseph F. Bradley has been appointed 
supervisor at Los Angeles by Aetna 
Life. He has been an agency assistant 
at the home office. An air force veteran, 


Mr. Bradley has been associated with 
Aetna since 1945, when he joined the 
Seattle agency. 





Directors of Sterling of Chicago have . 
declared a dividend of 10c a share, to be 
paid Aug. 5 to stock of record Aug. 1. 





Kansas City Life’s lion, for over a half-century, has 
symbolized the complete protection and security this 
nation-wide Company provides for its policyowners. 
Our growth is testimony enough that the confidence 
we have enjoyed has been well placed. 


KANSAS cn AIH TSURANL 


MISSOL RI 


KANSAS CITY 
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And Now! 


Agent's Contract. 








812 Olive St.—Arcade Bidg. 








A Complete Line of 


ACCIDENT - SICKNESS and 
HOSPITALIZATION POLICIES 


You can make real money — even in a small town — with our Direct 
Territory open in Ohio, Indiana, Missouri, lowa, 
Arkansas, Louisiana, Mississippi or Kentucky. 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, President 
HOME OFFICE DALLAS, TEXAS 


Life Insurance in force exceeds $300,000,000.00 











THE NORTHERN LIFE INSURANCE COMPANY 


Provides its Underwriters — 





@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 

Managerial Openings in Newly-opened Midwestern Territory. Write 


Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 





* 
LIFE * ACCIDENT * HEALTH 
Issued together at a substantial saving, 
or separately 


Chances Good for NSLI Substitute 


(CONTINUED FROM PAGE 1) 





WRITER as to whether this is the time for 
an all-out effort to get a substitute bill 
for NSLI, Rep. Hardy indicated he 
wasn’t sure how to answer. 

Pointing out that his subcommittee is 
in process of getting out a report on its 
investigation of NSLI, which report 
—_ not appear before next week, he 
said: 

“TI think the current situation has ac- 
centuated the need for getting the report 
out and for getting some sort of ac- 
tion.” 

However, alluding to difficulties in 
preparing the report, he expressed the 
hope that action will not be taken “in 
such a big hurry that we won’t come 
up with the proper substitute after the 
report is out.” 

He commented that he referred to the 
haste with which NSLI was passed. 

Asked about the nature of his report, 
he said it will point out “legislative weak- 
nesses in the present act,” but com- 
mented that the House expenditures 
committee does not have legislative jur- 
isdiction over insurance. Its report 
would call attention of “the appropriate 
committees to the inadequacies and im- 
proprieties in existing law.” 


Possible Committee Route 


If, as a substitute for NSLI, another 
type of insurance is suggested, the mat- 
ter would go to the House veterans 
affairs committee, Mr. Hardy said. Ifa 
gratuitous plan is proposed, he was not 
sure what committee it would go to. 

No complete gratuitous plan has been 
proposed as yet, he said, “although con- 
sideration is being given to a complete 
plan, not by our committee, officially, 
however.” Hardy added “some consid- 
eration is being given by the personnel 
policy board, department of defense.” 
That body will make a report, but Mr. 
Hardy did not know to whom. 

A similar body under the defense de- 
partment about two years ago recom- 
mended a gratuitous plan as part of its 
action on the report of the Hook com- 
mission, which dealt also with military 
service compensation, retirement, allow- 
ances, pensions, etc. Mr. Hardy doubted 
the department board’s committee will 
come to his committee. 

Asked if it were not correct that he 
had been quoted as favoring a gratuitous 
plan, Mr. Hardy replied he did not be- 
lieve he had said so, but that his and 
the committee’s position will be “clearly 
indicated” in the pending report. 


CAPITOL PERSPECTIVE 


WASHINGTON — The outbreak of 
the Korean war has served to point up 
the situation with respect to National 
Service Life insurance and arouse dis- 
cussion in and out of Congress on what 
should be done about it. To date, the 
answer appears to be anybody’s guess. 
The outlook is the problem may not be 
solved before next year. 

Several congressional committees have 
been considering the problem and related 
matters, directly or indirectly. The re- 
port of the Hardy subcommittee of the 
House expenditures committee is ex- 
pected to present part of the answer in 
posing the proposition that it would 
have been less costly to the government 
to furnish $10,000 gratuitous insurance 
to all servicemen than the NSLI system 
has cost to date. 

The Hardy committee hearings dem- 








8. H. HADLEY, Supreme President 
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onstrated to insurance observers anj 
others that this was the case. By 
whether the committee would make a 
outright recommendation for substity, 
tion of a gratuitous system for NSLI rm 
Submittal of the re 
port has been delayed. However, Rep 
subcommittee  chair.fijs 
man, has been a forthright critic 0; 


mained in doubt. 


Hardy, Virginia, 
NSLI costs and administration. 

The Hardy hearings have resulted i 
serious talk among congressmen that jp 
lieu of NSLI, gratuitous 
should be provided for service personne 
whether $10,000 or some other sum, 
in what form, has not been determine; 
upon. Whatever amount may be ¢& 
cided upon could be in a lump sum, q; 
in form of annuity, or some other form 

However, it does not appear that leg. 
islation has been introduced providing 
for gratuitous insurance, although it ma 
be offered shortly. Rep. Rogers, Massa. 
chusetts, former chairman House vet 
erans affairs committee, contemplatg 
changes in servicemen’s benefits, with 
respect to NSLI and perhaps otherwise 
However, whether her plan would in. 
volve substitution of a gratuitous sys 
tem has not been disclosed. 


Work on Draft Legislation 


Mrs. Rogers has announced she 
working on draft legislation and has in. 
vited assistance from other members 
She has been conferring with representa 
tives of government agencies concerned 
including the armed services, and ¢ 
veterans organizations. 

The House veterans affairs commit 
tee is making its own study of insurance 
coverage for armed forces’ personnd, 
upon which it plans to report before the 
new Congress meets next January. [| 
the matter goes over to next Congress, 
the committee has tentative plans for 
hearings on the subject. Whether i 
will come up with a gratuitous program 
is too early to say. For the present 
committee staff members say they know 
of no plan to change existing laws. The 
staff has been conferring with repre. 
sentatives of service organizations, the 
general accounting office, budget bureau, 
veterans administration, and defense de- 
partment, in connection with its study. 

Representatives of life insurance com- 
panies say they know of no plan, so far, 
to change NSLI into a gratuitous pro 
gram. The National Assn. of Life Un 
derwriters recommended a year or two 
ago substitution of such a _ program 
Eugene Thoré, counsel, Life Insurance 
Assn. and John Marsh, Lincoln National 
general agent, who was a member of the 
N.A.L.U. committee, both of whom 
have been in touch with the situation, 
were out of town this week. Gordon 
McKinney, N.A.L.U. actuary, has beet 
keeping in touch with developments. 


Life Insurers’ Dilemma 


Life insurance people have been te 
ported trying to make up their mind 
whether they would prefer to go through 
another war with NSLI, or substitute 
gratuitous plan—lump sum or annuity 
—in view of the possible risk that the 
latter, put into effect for the emergency, 
would possibly be carried over and be 
made a permanent system of goveft- 
ment insurance. Life interests have had 
a committee working on the problem. 

Meanwhile, under NSLI, which has 
no terminal facilities, the veterans ad- 
ministration is offering coverage to men 
currently going into service or recalled 
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have 120 days after beginning of service 
to apply for NSLI without physical ex- 


“— amination. 
ervers an VA has not found it necessary to ex- 
case. Bugipand its staff to take care of new appli- 
ld make afcations. In explanation of this, the 
rr _substity.§ spokesman said that one quarter of 
rt NSLI mfNSLI policies in force are held by men 
of the refin the service. To pay premiums, the 
vever, Repfimen make an allotment and deduction 
ttee ‘chait. is taken from their pay. A check is sent 


to VA to cover a group of insured, 
whether it be in a regiment, company, 
battalion, or what not. 

The result is that the armed services 
have most of the trouble of handling 
XSLI at present, and VA does not need 
much more help. 

Definitely, the VA spokesman 
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ay be defithe agency is not awaiting congressional 
ip sum, gpaction on a possible NSLI substitute. 
ther form VA is in touch with the House vet- 


erans committee, and some of the for- 
mer’s people say the committee is 
drafting legislation, which may be what 
Rep. Hardy wants—a gratuitous plan. 
However, this is denied at the veterans 
committee. 


No VA Recommendation 


VA has made no recommendation 
concerning the legislation, and has not 
been requested to. If and when a gra- 
tuitous, or some other kind of bill is 
introduced, it will probably be referred 
to departments and agencies concerned 
for report and comment. In that event, 
and provided a congressional committee 
takes the measure up for consideration, 
VA Administrator Gray, as well as a 
number of other officials, and also in- 
surance interests, veterans’ organiza- 
tions, etc., would expect opportunity to 
be heard. 

That is, unless the new plan is pro- 
posed in a hurry and is jammed through 
without public hearings and adequate 
consideration, as has been charged with 
respect to NSLI. 

VA Assistant Administrator Breining, 

in charge of insurance, has indicated in 
testimony before the Hardy committee 
that NSLI would not do for another na- 
tional emergency if it came a number 
of years from the second world war, 
owing to the difference in ages of the 
two groups of service personnel con- 
cerned. 
Somewhat related to the problem of 
NSLI or gratuitous, is the Kilday bill 
providing for a contributory system of 
annuities for survivors of service per- 
sonnel. Prudential people did actuarial 
work in connection therewith. The Kil- 
day subcommittee of the House armed 
services committee held hearings on this 
measure, but has not acted upon it. 
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McKinney Analyzes NSLI 


Testimony to House Probers 
(CONTINUED FROM PAGE 2 


dends. The testimony before the Hardy 
committee from all sides jibed with the 
number of published comments Mr. Mc- 
Kinney has made about the unfairness 
of comparing the NSLI dividend situa- 
tion with the dividend paying of a pri- 
vate insurance company. Even the as- 
sistant administrator of the veterans ad- 
ministration, Mr. Breining, was forced 
to agree that the dividends were not 
comparable. 


Unusual Power of VA 


The Hardy committee developed a 
picture of the unusual and unique au- 
thority extended to the veterans ad- 
ministration which gives the adminis- 
trator of veterans affairs the sole power 
to interpret the NSLI act both as to 
fact and as to law. According to Mr. 
McKinney, no other agency of the gov- 
ernment, including the present, can ques- 
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tion this interpretation. In fact, the 
y only body which can control the ad- 

Ministrator’s rulings is Congress which 
tary can only control future and not past 

tulings, Mr. McKinney comments. 


all his article, Mr. McKinney writes: 
From a performance viewpoint, it 


job. If one of the purposes was to in- 
demnify the dependents of service men 
who were war casualties. it fell far short 
of its mark. The families of some 37,440 
men, or 10% of the casualties,received no 
benefits. Similarly, the 44% who did not 
own the maximum $10,000 protection 
only received partial benefits. To do 
the job, it would seem that all should 
be protected equally and, especially so, 
when the government foots the bill on 
all extra hazard claims.” 

Mr. McKinney reports that Rep. 
Hardy asked if a life lost because of the 
extra hazards of war was not just as 
valuable to the man who did not cover 
himself as to civilian hazards as the 
one who did. Mr. Breining replied there 
was no question about that and that 
from a standpoint of equity, everyone 
should be treated alike. He brought out 
that the VA has pointed out that the 
distribution of gratuities by means of 
insurance is not equitable. 

Mr. McKinney places the total cost 
of the NSLI program at nearly $6 bil- 
lion. This is made up of $4.2. billion 
for mortality and related costs, $1 bil- 
lion for expenses and $785 million for 
interest. If, instead of using the total 
interest paid to the fund, only the $200 
million interest subsidy is used, the cost 
is still in excess of $5.3 billion. “These 
costs raise the question of whether the 
act fulfilled its purpose and if it was 
the most economical method of doing 
the job. From a cost viewpoint, the 
NSLI act also left much to be desired. 
If it had paid $10,000 on all of the 374,- 
39 deaths between Pearl Harbor and 
V-J Day the total cost would have been 
$3,743,990. Even adjusting for the an- 
nuity differential, the government might 
have saved approximately $1 billion,” he 
declares. 


Show New Estate Calculator 


Colonial Life is conducting a special 
series of training schools for managers 
and field managers to introduce a new 
sales tool, the House of Security cal- 
culator. This is the result of several 








Convention Dates 


July 31-Aug. 11, Annual C.L.U. insti- 
tute, Universjty of Connecticut, Storrs. 
Aug. 14-16, International Federation of 
Commercial Travelers Insurance Organ- 
izations, Lake Louise, Alberta, Can. 
Aug. 22-25, Annual advanced under- 
writing clinic of University of Illinois, 
Urbana. 
Sept. 14-16, Federation of Insurance 
Counsel, annual meeting, Atlantic City. 
Sept. 18-20, International Claim Assn., 
Greenbrier hotel, White Sulphur Springs. 
Sept. 21-22, All-industry committee de- 
liberations on uniform agent-broker 
licensing bills, unlicensed insurer bills 
and interstate compact proposal, New 
York. 
Sept. 25-27, Life Office Management 
Anam annual, Royal York hotel, Toronto. 
Sept. 25-29, National Assn. of Life Un- 
derwriters, annual, Hotel Statler, Wash- 
ington. 
Sept. 
gress, 
City. 
Oct. 3-6, American Life Convention, 
annual, Edgewater Beach hotel, Chicago. 
Oct. 12-18, N.A.IL.C. zone Kansan 
hotel, Topeka. 


Oct. 23-25, Life Insurance Advertisers 
Assn. of America, annual, Claridge hotel, 
Atlantic City. 

Oct. 23-26, Assn. of Superintendents of 
Insurance of Canada, General Brock ho- 
tel, Niagara Falls, Ont. 

Nov. 1-3, Institute of Home Office Un- 
derwriters, annual, Fontenelle hotel, 
Omaha, 

Nov. 9-11, Society of Actuaries, annual, 
Geesusetes, White Sulphur Springs, W. 

a. 





25-28, National Fraternal Con- 
annual, Statler hotel, New York 


5, 


Nov. 15-17—Annual meeting Life In- 
surance Agency Management Assn., 
Edgewater Beach Hotel, Chicago. 

Dec. 10-15, National Assn. of Insurance 
Commissioners, winter meeting, Los An- 
geles. 

Dec. 27-29, 
sity Teachers 
Club, Chicago. 


of Univer- 
University 


American Assn. 
of Insurance, 


1951 
April 9-11, Home Office Life Underwrit- 
ers ‘Assn., annual, Greenbrier hotel, 
White Sulphur Springs. 


years of research and development. It 
is mechanically designed so that an in- 
dividual’s present life estate may be co- 
ordinated with his future requirements, 
making ail computations simultaneously 
without the use of a rate book. 


Northwestern Mutual Loan 
Men Meet at Home Office 


Loan agents of Northwestern Mutual 
Life from various parts of the country 
and their assistants met at the home 
office at Milwaukee July 24-26. They 
were welcomed at a meeting Monday 
mre por by President Edmund Fitzger- 
ald and Vice-president Howard J. Tobin. 
The loan men attended two sessions of 
the agents’ convention to give them a 
better understanding of the problems of 
the salesmen and a broader knowledge 
of all phases of company operations. 

At a luncheon Tuesday President 
Fitzgerald, H. D. Thomas, retired vice- 
president, members of the company 
finance committee and trustees were 
special guests. Tuesday afternoon, Mr. 
Tobin opened a discussion of investment 
policies, with several talks on special 
topics. 

City loan investments were discussed 
Wednesday morning, with a panel re- 
view of residence loans. Farm loans also 
were discussed. 





N.A.L.U. President Reports No 
Expenses Under Lobby Act 


In registrations and reports under the 
lobbying act published in more than 175 


pages of the Congressional Record, 
Judd C. Benson, president National 
Assn. of Life Underwriters, is shown 


as reporting no expenses other than re- 


imbursement of telephone tolls and 
postage totaling $281 ; 
It further shows Mr. Benson “is paid 


no salary by, and does not hold office 
in, registrant National Assn. of Life Un- 
derwriters for purposes of public law 
601” (the lobby act). 

The reports show Mr. Benson and 
James B. Hallett, N.A.L.U. counsel, 
have caused articles to be published in 
“Life Association News.” 


W. Lee Shield, counsel American 
Life Convention, Chicago, is indicated 
in the record as reporting that his 


“legislative interest terminated on Jan. 
1, 1950, and therefore I have neither re- 
ceipts nor expenditures to report in this 
quarter (first of 1950). I will not ex- 
ecute or submit any further reports un- 


less such activity is resumed by me.” 
Security L. & A. has appointed 


Truman Day as general agent at Great 
Bend, Kan., and Irl Hollingsworth as 
agency manager at Quaseh, Tex. 


Does Technical Training Aid Sales? 


It’s possible to argue the relative importance of technical 
training in life insurance selling versus pure salesmanship 
until you’re hoarse, but you must eventually agree that both 
are needed to be really successful today. 

Reliance representatives may receive just as much train- 
ing in the technical and sales angles of their jobs as they 
can absorb. A staff of capable people in the Training De- 
partment of the Home Office conducts sales clinics in the 
field and maintains home study courses by correspondence 
covering the widest range of subjects of value to the Com- 


pany’s field organization. 


Regularly, new techniques and ideas in selling are de- 
scribed in bulletins to all Reliance representatives. Much 
of this original material receives acclaim in the trade press 


and the industry. 


The Reliance believes in offering its representatives the 
best technical and sales training possible. The salesmen 
are enthusiastic since they daily demonstrate the value of 
this training. The Company will be glad to furnish you 
information about its training program. 


ey RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


‘Reliance training 
increases my 


sales ability 





Operating in 25 states. Writes 
all modern forms of life in- 
surance including par and non 
par. Also accident and health 
insurance. 
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Northwestern Mutual Agents Meet 


(CONTINUED FROM PAGE 3) 








pared to toss away the advantages that 
specialization has brought. With many 






































companies entering group, sub-standard 
and non-medical fields, the character of 
Northwestern as specialist in its own 
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field becomes even more distinctive. 

On the question of investments, Mr. 
Fitzgerald mentioned that traditionally, 
conservative investments which in the 
past brought good returns now produce 
a much lower rate of interest. A fur- 
ther factor in creating investment prob- 
lems is the difficulty of developing a 
satisfactory formula for valuing non- 
amortizable investments—illustrated by 
the preferred stock experience of recent 
years. 

He remarked that purchase of com- 
mon stocks as an outlet for life insur- 
ance funds is a field which Northwest- 
ern is not entering at this time. 

Mr. Fitzgerald said the history of 
Northwestern demonstrates that an out- 
standing advantage of specialization is 
economy of operation. The ratio of all 
expenses to total income for the life 
business in 1949 was about 17%. For 
Northwestern Mutual the ratio was 
about 10%. 


Half Year Results 


Commenting on the first six months’ 
operations, Mr. Fitzgerald said new 
business is even with the same period 
for 1949. Distribution is satisfactory 
with some reduction in endowment 
policies offset by an increase in term, 
and life plans holding about even. Poli- 
cies issued under pension trusts were 
13% of the total compared with 16% 
in 1949. 

Total insurance in force continues to 
increase but with a somewhat higher 
rate of termination. The gain in force 
is 2.3% compared with 2.4% for the first 
half of last year. 

Mortality is not quite as good for the 
first six months of last year. Mr. Fitz- 
gerald mentioned that the company is 
beginning to meet factors which make 
it dificult to compare current mortality 
records with the past. No American 
experience business has been written for 
three years and the mortality savings in 
the American experience table will be 
principally in the younger ages. Ameri- 
can experience savings, therefore, will 
continue to decline as that old block of 
business ages further. The CSO table 
does not have mortality margins that 
were present in the American experi- 
ence. Both factors tend to increase the 
ratio of actual to expected mortality. 

Operating expenses increased by 1.8%. 


“Your Responsibility” 


G. Wendell Dygert, Fort Wayne, 
spoke on “This Is Your Responsibility” 
at the luncheon. He said the agents 
have a responsibility to keep America 
strong by showing how life insurance, 
through death benefits, emergencies val- 
ues, and retirement benefits, can help 
men to become secure, Agents i in the past 
have played a major part in raising the 
average American family to its present 
high standard of living. Agents must 
continue this work so that more families 
will be able to enjoy a still better life. 

An insurance play, written by Laflin 
C. Jones, assistant director of agencies, 
and titled “The Census Taker,” was pre- 
sented by a cast of 17 to close the ses- 
sion the first day. 

John O. Todd, Chicago, pointed out 
in his talk at the Thursday session that 
it has been demonstrated time and again 
that people do not come to insurance 
offices and ask to buy, even though the 
quality of service offered was of the 
very best. He said that it is important 
to the agent to believe and understand 
that he has a superior product to offer, 
but that insurance has been put in force 
only when a competent salesman does 
a successful job. 

Clifford A. Seys, Grand Rapids, served 
as chairman of the prospecting panel 
that discussed “To Whom Will You 
Sell.” James V. Lawry, San Francisco, 
had as his title, “Judging the Future by 
the Past.” Mr. Lawry based his pres- 
entation upon his study of the 68 cases 
that he wrote in the year 1948-1949, and 
the year 1949-1950. Exactly 34% of his 


business in the first study came from 
old policyholders, while more than 44% 
of those in the second studied, were 
from old policyholders. Mr. Lawry 
noted a decided drop in the business 
that he secured from youths and busi- 
ness insurance prospects, when he 
placed less emphasis on those fields dur- 
ing the period covered by his second 
year of study. 

Charles E. Rosch, Baltimore, talking 
on “I Prospect for People I Like,” sug- 
gested that prospects buy life insurance 
because the idea presented to them by 
the agent has an appeal, and that the 
appeal can always be more effective 
when there is respect and confidence 
between the agent and the prospect. 

S. Kenneth Elliott, Kewanee, IIl., 
talked on “The Old, the New, and the 
Obvious.” 

John M. Law, Bluefield, W. Va., dis- 
cussing “Diversification In Prospect- 
ing,’ said he moved to a new commu- 
nity during the war where there were 
relatively few Northwestern policyhold- 
ers. Here he was personally unknown 
and he had no normal centers of influ- 
ence. It was necessary to do a complete 
job of prospecting. He outlined the way 
in which he had reached into the differ- 
ent income levels and studied the areas 
of prosperity in his community so that 
he would know where best to find pur- 
chasing power. An analysis of his sales 
at Bluefield showed that 23% had been 
made to executives, 19% to salesmen, 
12% to physicians, and 11% to juveniles. 

Concluding speaker was A. C. F. 
Finkbiner, Jr., Philadelphia, who made 
an outstanding record by winning mem- 
bership in the Million Dollar Round 
Table at age 26. 

Mr. Finkbiner has been successful in 
selling physicians and he explained some 
of the doctors’ problems that he uncov- 
ered and how he dealth with them. Mr. 
Finkbiner said it is important to get to 
know physicians early in their careers 
and then to “grow up” with them. 


Honor Two 50-Year Veterans 


Honored at the annual meeting of 
Northwestern Mutual Life agents were 
two veterans who mark 50 years of ser- 
vice this year. 

One was John J. Hughes, assistant 
director of agencies, who started as an 
office boy at 15 and was appointed to 
his present post in 1918. For a period 
of about two and one half years from 
1913, Mr. Hughes was in the Chicago 
general agency as a Statistician and 
supervisor. 

M. A. Carroll, general agent at Osh- 
kosh, Wis., received notice on his 50th 
anniversary. He also was in the Chi- 
cago agency at one time as a supervisor 
after joining the home office staff. Mr. 
Carroll joined the Oshkosh agency of 
D. N. Cameron in 1912 as his assistant, 
became his partner in the general agency 
in 1926 and became sole agent in 1941 
when Mr. Cameron retired. 

Two plaques, dedicated to the mem- 
ory of the late William D. Van Dyke, 
Sr., and Michael J. Cleary, former presi- 
dents of the Northwestern Mutual Life, 
were presented to the company by the 
General Agents Assn. 

Owen W. Eames, Boston, speaking 
on “Persuasion Is Our Business,” said 
there is nothing unique in, having per- 
suasion as a business. It is the business 
of anyone who has something to sell. 

Persuasion as a business of the life 
agent should be qualified in terms of 
what the agent is trying to persuade 
people to do, and the personal and social 
consequences of such efforts. Mr. 
Eames said the agent tries to persuade 
men to do something which can be done 
only through life insurance—to immedi- 
ately create an estate that is not depend- 
ent upon years of good health and busi- 
ness success, but is called into being in 
a moment. 

Introducing himself to the agents of 
the company, Robert E. Dineen, new 
vice-president of Northwestern Mutual, 
told his hearers that he had chosen life 
insurance for his life’s work because the 
business is truly competitive, because it 
builds character in policyholders, and 
because it provides security in the Amer- 


ican way. The man who until recently 
was superintendent of the New York 
insurance department challenged the 
assertion that government can handle 
the insurance business cheaper than 
private enterprise. He said, “My exper. 
ience has been that governmental oper. 
ation, with its rigidity and lack of in. 
centive is by its very nature less efficien 
than private enterprise and hence mor 
expensive. If performance is the stand. 
ard, private operations need make no 
apologies compared to government 
operations. Some companies do bette 
than others, but all companies are unde 
a compelling necessity under the Amer. 
ican competitive scheme to keep the 
costs down.” 


Why He Picked Northwestern 


He named a number of reasons why 
he ‘had picked the Northwestern Mutual 
as the company for which he would lik 
to work. He said that in the New York 
department, the Northwestern was look. 
ed on as a quality company in every 
respect. It is a company which, together 
with its agents, has been wise in main. 
taining through its spirit of self-discj. 
pline, strict cost controls, he declared 
He termed one of the most important 
things in turning him toward North. 
western, the esprit de corps which exists 
in the agency ranks, commenting, “Ney. 
er have I seen a group of men an 
women exude such pride in their com. 
pany and the fact that Northwestem 
is not just another company, but 
different. There is a recognition on the 
part of the producers that the company 
has succeeded in maintaining its origin. 
ality and distinctive characteristics.” 

Following Mr. Dineen’s presentation, 
six agents outlined sales methods which 
are working for them. This session ey 





as its chairman William W. Pierce, El- 
gin. Kenneth R. Bently of Danville, Ill, 
told how he has arranged mortgage in- 
surance for many of his policyholders 
and gave the members of the audience 
copies of a memo to homeowners which 
has been very useful to him in his mort- 
gage insurance presentations. 

Virginia Wood, San Francisco, has 
been very successful with orphan policy. 
holders who have moved to San Fran. 
cisco and who have not been previously 
solicited by a Northwestern agent. She 
pointed out the necessity of calling upon 
newcomers gromptly, discussing one 

case where the _ policyholder moved 

away again in a very short period oi 
time and she would have missed $25,00 
sale if she had delayed her call just a 
few weeks. 

Austin D. Rinne, Indianapolis, told his 
hearers that most of his sales are made 
through the programming approach an 
that in programming he undertakes to 
present to the prospect not only a solt 
tion for the problems of today and to 
morrow but the long range solution fot 
the problems of the future. 

Owing to an illness which requaeas 
check-up at the Mayo Clinic, R. Rumph, 
Atlanta, was unable to give his talk o 
business insurance, but George M. Ven- 
able, Columbus, Ga., read his talk. 

Paul E. Burke, Steubenville, said that 
members of his agency make an effor 
to specialize in advanced uses of life 
insurance and have gained prestige by 
the reputation by being competent 
agents. 

C. E. P. Crauer, Poughkeepsie, pointe 
out that the prospect who has sufficien! 
time allotted to him will earn a gooé 
living for his family through the skill 
of his head and his hands. He has 1 
assurance, however, that he will have 
sufficient time, and life insurance wil 
guarantee for his family what he woull 
have done had he lived long enough. 

Grant L. Hill, vice-president and dé 
rector of agents, said that only the age! 
himself can really judge whether he é 
doing a good job. In this judging, each 
agent must be fully conscious of tht 
danger of a natural disposition to dis 
tort the facts in his own favor, to alibi 
when things are not going too well, t0 
blame a number of outside factors whet 
actually all around him others may 
getting good results under the same 
conditions. 
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THE GOLDEN RULE COMPANY OFFERS YOU 


The Coy Moj 37 (Hoy Ye)| 


IMMEDIATE PROSPERITY AND FUTURE SECURITY 











$ What ev 
eryone wants! 
DISABILITY F offered i Preferred 
Risk and Indepen- 
‘’ dence Guarantor Poli. 
cies. Gives you an edge 


aan, on competition. 








Attract Strong Men—and 
Hold and Reward Your . 
Better Men with... 
Liberal Ist Year Commis- 


sions and Production | 
Bonus. 2 









Direct Mail help— 
extensive, field-tested. 
Leads developed and 
preconditioned. Sales- 
men label it the 










Vested Renewals and Non- ; ‘ 
Contributing Pension Plan. - 














Substantial Rewards ; % “GOLDEN” Direct 
to Your Agents for ‘4 ee Seen : 
Helping You Build! i K* 7 Pee. 











CONTRIBUTORY 


PENSION Up to $400 per 


month Lifetime 
Guarantee of Re- 
newal Income. Plus 
—Commissions and 
Bonus on any in- 
surance you write! 










New! Most talked 
about plan in Ameri- 
ca today. Instant ap- 
1 to all prospects. 
ypical of other equal- 
a a ‘oumnains “income- 
+ boosting” sales plans. 





Write today for Details of the Agency Plan : 
Inquiries held in strict confidence » TERRITORIES: 
The COLUMBUS MUTUAL m o A 
pportunities open in: California, Florida, 


LIFE INSURANCE COMPAN  Y Illinois, Indiana, lowa, Kansas, Kentucky, 

Columbus 16, Ohio Maryland, Michigan, Ohio, Pennsylvania, 
Texas, Virginia, Washington, D. C., West 
Virginia, and North Carolina. 
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LIFE AND QUALIFYING 


DANIEL AUSLANDER, CLU, New York City 
MEYER L. BALSER, Atlanta, Ga. 

NATHAN S. BIENSTOCK, Jackson Heights, N. Y. 
JOHN E. BROMLEY, CLU, Battle Creek, Mich. 
JOHN E. CLAYTON, Short Hills, N. J. 

RUSSELL W. DOZIER, CLU, Oklahoma City, Okla. 


LEOPOLD V. FREUDBERG, CLU, Washington, D. C. 


HENRY W. HAYS, CLU, Rochester, N. Y. 
ROYSE W. JACKSON, Detroit, Mich. 

RICHARD J. KATZ, Rochester, N. Y. 

CHARLES G. KEEHNER, Oakland, Calif. 
RALPH E. LOEWENBERG, New York City 
DAVID MARX, JR., Atlanta, Ga. 

ALBERT M. PALMER, Coral Gables, Fla. 
CLARENCE E. PEJEAU, CLU, Rocky River, Ohio 
HAROLD L. REGENSTEIN, Bedford Village, N. Y. 
LAWRENCE E. SIMON, New York City 

BARRY B. STEPHENS, Los Angeles, Calif. 
WAYNE M. TROSTLE, Lakewood, Ohio 


LIFE AND QUALIFYING — FIRST TIME 


MORRIS LANDWIRTH, CLU, Peoria, Ill. 
ROBERT K. POWERS, CLU, Spokane, Wash. 


LIFE 

JOSEPH J. COBURN, Grosse Point, Mich. 
R. U. DARBY, Middletown, Md. 

HARRY I. DAVIS, Atlanta, Ga. 

DICK EVANS, Pasadena, Calif. 

GEORGE M. GALT, Pittsfield, Mass. 


- MILLION DOLLAR ROUND TABLE 


REPRESENTATIVES 





LIFE, Continued 


DONALD K. KISSINGER, CLU, Decatur, Ill. 
HENRY G. MOSLER, Los Angeles, Calif. 

A. JACK NUSSBAUM, Milwaukee, Wisc. 

NED G. PATRICK, CLU, Omaha, Neb. 
RODERICK PIRNIE, Providence, R. I. 

C. LAMONT POST, CLU, New York City 
GEORGE PAUL ROBERTS, Elizabeth, W. Va. 
CHARLES H. SCHAAFF, CLU, Rochester, N. Y. 
GEORGE H. SCHUMACHER, Shaker Heights, Ohio 
MAX SLATER, Chestnut Hill, Mass. 

CALEB R. SMITH, Asheville, N. C. 

JAMES H. SMITH, JR., Pacific Palisades, Calif. 
HARRY R. VAN CLEVE, CLU, Glendale, Calif. 
ALFRED D. WHITAKER, East Providence, R. I. 
J. HAWLEY WILSON, CLU, Oklahoma City ,Okla. 


QUALIFYING AND REPEATING 


GEORGE D. FRIED, New York City 

E. LEIGH JONES, CLU, Huntington Woods, Mich. 
T. LOEHL O’BRIEN, CLU, Washington, D. C. 
JAMES N. RAWLEIGH, Chicago, III. 

JOHN M. RUSSON, Los Angeles, Calif. 


QUALIFYING — FIRST TIME 

EWING CARRUTHERS, JR., Memphis, Tenn. 
HARRY C. COPELAND, JR., Ithaca, N. Y. 
BROOKS HEATHMAN, Dayton, Ohio 

C. HARRISON MEYER, New York City 
FRANK D. MURPHY, CLU, Champaigzn, IIl. 
FRANCIS W, RYAN, Detroit, Mich. 


(Cities of residence given above) 


_Jassachusell Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 











